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ASSETS 
Bonds Owned 
U. S. Government . : 
Canadian Gov't. Provinces and Cities 
Bonds of States of the U. S. 
Municipal Bonds 
Railroad Bonds 
Public Utility Bonds 
Industrial and other Bonds 
Real Estate Loans ... 
City Loans 
Farm Loans 
Stocks Owned 
Cash in Banks and Offices .. 


Real Estate Owned, of which $1, 886, 447, 00 is used in whole or 


in part for Company purposes ........ 
Collateral Loans 
Net Unpaid and Deferred Premiums 
Policy Loans 
Interest Due and Accrued 


TOTAL ASSETS 
LIABILITIES 


Legal Reserve, Life and Annuity Contracts 

Reserve, Disability Policies 

Reserve for Epidemics 

Investment Fluctuation Fund 

Gross Premiums Paid in Advance 

Taxes Accrued But Not Due 

Agents’ Bond Deposits ..... 

Policy Claims in Process of Adjustment o or Payment 
Commissions Accrued to Agents, and All Other Items 


Liabilities Other Than Capital and Surplus 
Capital and Surplus 


TOTAL LIABILITIES 


$45,503,869.71 


$11,997,333.81 
1,056,801.62 
3,552,749.82 
12,111,558.89 
850,296.24 
10,615,535.86 
9,319,593.47 


31,919,895.87 


28,868,964.24 
3,050,931.63 


1,345,166.01 
4,829,164.57 


3,093,791.65 
42,480.00 
2,748,126.53 
9,617,627.91 
922,727.53 


$95,622,849.78 


$76,393,650.00 
1,904,992.00 
1,500,000.00 
2,000,000.00 
466,094.65 
967,122.62 
483,645.82 
286,120.59 
628,204.67 


$84,629,830.35 
10,993,019.43 


$95,622,849.78 





Gain in Life Insurance in Force During 1941 


Total Life Insurance in Force December 31, 1941 .... 


. .$108,161,651.00 


ik at 879,635,856.00 
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ADMITTED ASSETS 
Cash in Office and Banks $ 747,862.55 
U. S. Government Bonds— 


THE 36TH ANNUAL STATEMENT AS OF DEC. 31, 1941 


LIABILITIES and SURPLUS 


Policy Reserves ........-.$28,692,265.00 
Policyholders’ Funds Left 












with the Company..... 3,487,450.70 
Policy Claims Due and Un- 

MOI eciavsieieicie siviorvis eivieioree None 
Policy Claims Not Re- 


Direct and Fully Guar- 
BVICEM .0:66-8c0ses0%s006 10,03B 592/79 


Government Agencies ..  1,575,011.23 




























State, County and Mu- a 
nicipal Bonds ......... 2,026,084.02 ee "a neil a rama 93.090.76 
First Mortgage Loans .... 14,529,033.44 Set Aside for Policyhold- —_ 
Policy Loa d Notes ers’ Dividends ......... 601,186. 
eal wl Pol icy Re. Reserve for Taxes.....+. 74,300.00 
Soran i ee! . 3,786,439.70 All Other Liabilities..... 206,665.08 
Real Estate, including 
$817,868.71 sold on con- Capital $35, 154,958.10 
Tic G WSS A aocaaae . 2,221,351.50 Stock .. $ 300,000.00 
Due and Accrued Interest Surplus and was 
BMG FRONUB: 00008 6 25 000 225,426.99 Contin- 
Net Deferred and Unre- gency 
ported Premiums ...... 638,736.97 Funds ... 2,494,596.92 2,794,596.92 
All Other Assets......... 61,015.83 











————— Total Liabilities and Sur- 
Admitted Assets .........$35,949,555.02 WANS 5s 6:6 15'059:0:000:00 0 sue POO ORO OOOIOe 







OFFICERS—B. G. Huntington, chairman of board; G. W. Steinman, presi- 
dent; F. J. Wright, vice president and counsel; J. A. Hawkins, vice presi- 
dent and manager of agencies; Fred Vercoe, treasurer; Dr. A. R. Stone, 
medical director; R. C. Witherspoon, secretary; C. O. Sullivan, actuary: 
C. G. Barratt, assistant secretary and assistant treasurer; J. G. Monroe, 
superintendent of agencies; George T. Healea, manager mortgage loan 
department. 


INSURANCE IN FORCE DECEMBER 31, 1941...........$129,020,914 














SIGNIFICANT GAINS— 
1941 


@ New Insurance Increased. . .12.5% 
@ Insurance in force increased. 5.2% 
@ Total Income increased..... 6.3% 
@ Assets increased ......... 7.1% 
@ Policy reserves increased... 6.9% 
@ Surplus increased ........ 6.4% 
@ Payments to policyholders in- 

es 
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(FROM OUR 91ST ANNUAL STATEMENT) 








STRENGTH ... 


Assets increased $18,018,000 
—a more substantial gain than 
in any previous year of our 
history. Surplus increased 
$875,000, bringing additions 
to surplus in the last four years 


to nearly $3,000,000. 


GROWTH... 


New life insurance sold amounted 
to $50,689,000 —a gain of 
74%. Over 21 millions were 
added to the total insurance in 
force. Since 1931, this total has 
grown from 636 millions to 711 


millions. 








YA 











SELECTION ... 


When the mortality rate con- 
tinues to be low, it signifies 
sound underwriting in both the 
home office and the field. Last 
year was the 5th consecutive 
year with mortality under 50% 
of the expected. 








SERVICE... .. 


A low lapse rate indicates satis- 
fied policyholders and compe- 
tent service in the field. Last 
year all terminations (except 
deaths and maturities) were only 
3.3% which is the lowest lapse 


ratio in our history. 











PHOENIX MUTUAL LIFE 


INSURANCE COMPANY 


OF HARTFORD, CONNECTICUT, ORGANIZED 1851 
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Repucep to its simplest personal terms, that is what 
we are fighting for. 

The victory will “take winning” but it will be won. 

For America is strong . . . strong in red-blooded patri- 
otic men and women ... strong in industrial plants 
equipped to produce the sinews of war ... strong in 
financial resources . . . strong in the capacity of our people 
to work, save and sacrifice . . . and above all else, strong 
in the will of a free people to keep their freedom. 

Another source of national strength is the family secur- 
ity that the American people have built and are continuing 
to build through life insurance. 

This family security is more important today than ever 
before. It helps to build national morale, and sound morale 
among Defense Workers and other home folks, as well as 
among our fighting forces, is essential to victory. The 
Equitable Life Assurance Society of the United States 
provides $7,607,000,000 of life insurance protection. 

Life insurance also serves to strengthen the social and 
economic fabric of the nation through the unceasing flow 
of benefit payments. Every hour of 1941 The Equitable paid 
an average of $23,918 in benefits, a total of $209,000,000. 


A life insurance institution is also privileged to aid 
the war effort by investing in U.S. Government securities 
and by providing capital to industry to produce needed 
materials. The Equitable recognizes an obligation on behalf 
of its policyholders to direct a large part of its funds into 
Government securities. Between the attack on Pearl Har- 
bor and the year-end, The Equitable acquired $88,500,000 
of U.S. Government obligations. Supplementing financial 
aid to Government, The Equitable has $1,491,500,000 at 
work in industry and business. 


By promoting individual thrift, life insurance is support- 
ing the Government’s program for reducing non-essential 
spending and paving the way for increased war production. 
[quitable agents last year helped 100,000 persons to estab- 
lish $306,000,000 of individual life insurance protection. 

The protection and cash resources policyholders build 
through their policies not only help American families 
withstand financial shocks of the war period but provide 
a backlog of security to meet post-war readjustments. 

Just as every Equitable policyholder will make the ut- 
most possible personal contribution toward our war effort, 
so the management will work and plan with the one objec- 
tive that transcends all else—helping America to achieve 


victory. ? 
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“YOUR POLICY” 


There is a story behind every life insurance policy...a story of things deep 

down in human hearts. The smile of a baby. ..the tender glow in the heart of a 
mother. . .the pride of a father. In reality, these human things are as much a part 
of the annual report of a great life insurance institution as an accounting of the 
stewardship of millions of dollars of policyholder funds. 
“Your Policy,” annual report of The Equitable Society, endeavors to capture some 
of these human things. It also contains practical illustrations of how best to use 
your present insurance. You may obtain a copy from any Equitable agent or 
the Society’s home office. A copy is being mailed fo all policyholders. 


SUMMARY OF ANNUAL STATEMENT FILED 





WITH NEW YORK INSURANCE DEPARTMENT —— > 
December 31, 

ASSETS 1941 
CONS Cae nn et ern reer erie Coa nner $ 82,957,111 
U.S. Government Obligationst............ 407,120,949 
Publie Utility, Railroad, Industrial and other 

LEE ET Sa MERRIE conten per entra ere e nh eentR ne ee" 1,450,909,407 
Preferred and Guaranteed Stocks...........- 46,619,388 
TCC. en ae ae Se rae 391,075 
NOTE RPCUODIS oe ck cons. ws sceenee wee arene 370,267,984 
RRR AR ee cae eccrine ei oie. ve Os 127,709,871 
Loans on Society's GREG 6S oy cecc hoes eee ers 197,459.61 | 
MPN NEI NS REEB ac oe ws ph cso oe wet ie a ere 57,200,112 

Total Admitted! Assets. <6. eee eee core es $2,740,635,508 
RESERVES AND OTHER LIABILITIES 
Reserves for policy and contract liabilities. ... $2,5 16,850,838 
Policyholders’ prepaid premiums and unpaid 

“AS CLS SR ee eRe Une ty poutine 29,085,890 
icserve mor taxes. .3.5 - ao poo oe eee 4,280,500 
Unearned interest, expenses accrued and other 

PSC CLES Sag i pe ge eave fe ot ar cre are i 5,496,248 
Reserve for future payments under agents’ 

retirement plans and to retired employees. . 4,039,319 
Funds allocated for dividends in 1942....... 34,401,465 
Surplus funds for special contingencies... ... 7,786,000 
Unassigned funds (surplus)... ............- 108,695,248 

Total Liabilities and Reserves........... $2,740,635,508 
*Including time deposits of $99,808. 
iIncluding $5,356,316 on deposit with public authorities. 




















THE EQUITABLE Lire ASSURANCE SOCIETY 
OF THE UNITED STATES 


(A Mutual Company, Incorporated Under the Laws of New York State) 


Home Office * 393 Seventh Avenue * New York, N. Y. 
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$3.00 Year, 
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Ford Group 
Case Goes fo 
John Hancock 


Auto Workers Make Sepa- 
rate Deal— Travelers 
Cover for 12,000 


DETROIT—An agreement to carry, 
temporarily at least, the group insurance 
coverage on 125,000 employes of the 
Ford Motor Company has been reached 
between John Hancock Mutual Life and 
the United Auto Workers (CIO) Union, 
according to R. T. Leonard, Ford di- 
rector of the union. The new group 
policy went into effect March 1, when 
the original group, which had_ been 
placed with ‘Travelers through John 
Gillespie of Marsh & McLennan here, 
expired after the Ford company refused 
to carry it longer. : peeve 

The new coverage will remain in 
force until March 31, when Leonard and 
his associates hope to have arrangements 
completed for permanent coverage. The 
policies include $1,500 of life together 
with $15 per week sickness and acci- 
dent benefits plus hospitalization cover 
and surgical reimbursement. 

An arrangement has been worked out 
by the Ford Motor Company and 
Travelers to continue group insurance 
benefits for some 12,000 Ford employes 
who are in salaried . and supervisory 
nositions and those not eligible for 
union membership. 

Ford canceled the former group ar- 
rangement with Travelers several weeks 
ago and this caused the greatest inter- 
est in the business because the Ford 
case was one of the largest group ar- 
rangements in the country producing an 
estimated $3,000,000 of premiums with 
about $200,000,000 face amount of life 
insurance. The union worked out a 
plan for its members with John Han- 
cock Mutual and the Ford management 
consented to reinstate the Travelers in- 
surance for those that would not be 
covered by the John Hancock plan. 





L. A. A. Men Lay Plans for 
Regional Round Table in 
New York March 26-27 


The agenda for the eastern 
table of the Life Advertisers Associa- 
tion at the Hotel Pennsylvania, New 
York City, March 26-27, has been par- 
tially completed by the committee on 
arrangements, of which George Adsit, 
vice-president of Girard Life of Phila- 
delphia, is chairman. The slogan “Life 
Insurance Advertising Girds for War” 
will be the theme of the sessions. 

The program will get under way with 


round 


a luncheon on March 26. 

President A. Scott Anderson, Equi- 
table of Iowa, will deliver “The 
L. A. A.’s Message to the Round 


Table.” The first meeting will follow 


N. Y. State Results 
for Individual 
Companies Shown 


Herewith are given the 1941 figures 
of amount of insurance written and in- 
surance in force at Dec. 31 of individual 
companies in New York state. 

Written In Force 
Aetna Life (ord.).$17,850,420 $275,045,442 
Aetna Life (grp.). 79,126,964 279,617,020 
Bankers, Ia. (ord.) 3,280,970 33,180,199 
Bankers, Ia. (grp.) 154,000 154,000 
Berkshire ....... 10,929,252 72,287,175 
Canada Life....... 1,573,756 35,001,854 
Church Life (ord.) 399,700 5, 
Chureh Life (grp.) 57,000 293,500 


Colonial L. (ord.). 3,006,283 12,700,266 
Colonial L. (ind.). 4,526,082 31,258,018 
Col. Nat. (ord.)... 7,358,927 42,170,287 
Col. Nat. (grp.). 115,727 725,694 
Cok Nat. GG. cc.  _anwees 746 
Confederation Be. ne 173,776 4,718, 357 
Conn. Gen. (ord.). 18,180,835 198,356,624 
Conn. Gen. (grp.). 20,656,365 85,127,878 
Conn. Mutual - 16,812,871 229° 250, 813 3 
Contl. Amer. «ce 6,556,074 32,226,499 
Credit L. (grp.)... 1,874,871 tees 955 
Eastn. Life (ord.). 3,321,391 16,8 


Eastn. Life (grp.) 230,500 
Equit. Soc. (ord.). 60,944 »793 
Equit. Soc. (grp.).110,193,530 
Equitable, Ia. .... 3,949,809 
Express. Mut. 5 286,337 
Farm. & Trad.. 2,568,619 
Fed. Life & C as. as "486, 500 





Fidelity Mut. 


4,041,110 53,793,17 
Guardian (ord.) ) 


19,766,190 If 





Guardian (grp.).. 125,500 

Guardian (ind.) .. c«vesss 18,102 
Home Life, N. Y.. 15,839,528 136,159,055 
Imperial, Can. ... 112,946 3,649,867 
Jn. Hnecock. (ord.) 84,741,506 661,430,155 
Jn. Hneock. (grp.) 23,410,340 74,362,841 
Jn. Hneock. (ind.) 60,417,247 426,193,440 
Lovgal Prot... ..0<. 58,7 259,719 
Lutheran Mut. 1,487,243 
Manhattan ....... 56,266,361 
Mass. Mut. ...... 347,558,967 
Mase. Fret... 2.0: 2,52 
Metro. (ord.) 4,21 
Metro. (grp.) 51 
Metro. (ind.) 7 


Monarch 
Morris Pian 


(ord. 


Morris Plan (grp.) 35 

Mutual Benefit 2 7 

Mut. Life, N. Y 31, 888, 615 5 ™ 013,280 
Mutual Trust 1,912,116 5, 28¢ 3 





11,158,680 96. 885,398 
24,998,009 264,012,944 
72,416,465 1,380,285,437 

4,440,000 28,900,400 


National Life 

New Eng. Mut.... 
New York Life... 
No. Am. Reas....... 





Northwest. Mut... 28,658,221 534,426,309 
Old Rep. Cd. (ord.) 286,051 302,177 
Old Rep Cd. (grp.) 41,051 200,508 
Paul Revere ...... 616,055 1,605,157 
Penn Mut.......... 13,878,770 342,379,83 
Phoenix Mut. 11,208,021 35,05 
Postal Life (ord.). 210,200 12,42 
Postal Life (grp.) 5,5 5 


1 t 
- t 


Provident Mut. .. 12, 

Prudential (ord.).221, 

Prudential (grp.). 64,62 

Prudential or.) ¥ mre: 

Sec. Mut., N. Y.. 13,6 

State Mutual 8,14§ 

Teachers Ins. ..... 720,679 12) ,472 2°810 
Travelers (ord.).. 51,224,966 846,848,627 
Travelers (grp.)..114,899,058 491, O84, 909 
Unten Com, ...«. 19,249,746 205,277,732 
Union Labor (ord.) 1,115,085 6, 488, 956 
Union Labor (grp.) 2,473,931 24,732,900 
Union Mut. ...... 12,286,708 K 4B 118. 208 
U. S. Life (ord.)... 6,812,888 34°807.654 
U. S. Life (grp.)... 651,505 1,590,490 
Victory Mut...... 1,854,250 5110,852 
immediately, with Nelson White, Provi- 


dent Mutual, a past president, deliver- 
ing the keynote talk. 

Other speakers are Albert E. N. Gray, 
assistant secretary of Prudential, “What 
the Sales Force Needs from Life Insur- 


ance Advertising’ and Henry Hoke, 
editor of “The Reporter,” direct mail 
advertising publication, “Direct Mail 


Selling Strategy in Time of War.” 
Other features of the conference will 
be announced later. 






War Bond Sales 
by Agents Reach 
$200,000,0000 


More than $100,000,000 in defense 
bonds and stamps were sold in Febru- 
ary by the life insurance agents, bring- 
ing the total sold by them since the 
start of their campaign in November to 
$200,000,000, it was announced by John 
A. Witherspoon, president of the Na- 
tional Association of Life Underwriters. 

The agents have contacted more than 
30,000 business and industrial firms em- 
ploying 7,000,000 persons. Salary allot- 
ment plans have already been set up in 
17,700 of the firms, bringing more than 
4,000,000 employes into the salary allot- 
ment purchase plan. 


13,000 Agents at Work 


More than 13,000 are taking active 
part in this drive, being carried on un- 
der the chairmanship of William H. An- 
drews of Greensboro, N. C., with Ralph 
G. Engelsman of New York as sales 
director. 

The agents in Chicago report the 
greatest total in all local groups, hav- 
ing set up purchase plans providing sal- 
ary allotments of $4,000,000 each month. 
Hutchinson, Kan., agents have done an 
outstanding job in the smaller city 
group. Other cities among the heaviest 
producers of bond sales were: Denver, 
Oklahoma City, Los Angeles, San 
Diego, Portland, Ore., St. Louis, Evans- 


ville, Ind., Tyler, Tex., Washington, D. 
C., York, Pa., Minneapolis and Phila- 
delphia. 


Seek to —_— 
N. Y. Bank Limit 


Savings bank life insurance interests 
have prepared a proposal to permit New 
York state’s savings banks to increase 
their scope so that it would be possible 
to buy as much as $9,000 on a single life 
in some circumstances, as compared with 
the present $3,000 per life limit. 

The most serious threat to the regular 
life insurance business is a proposal to 
permit savings banks to issue up to 
$3,000 of term insurance in addition to 
the present limit of $3,000 in cases where 
a mortgage borrower is protecting his 
mortgage through life insurance. An- 
other. proposal is to permit banks to 
issue double indemnity. 


Reinsurance Proposal 


The third and least objectionable move 
is to permit a single bank to issue the 
entire limit of $3,000 per life but reinsur- 
ing the excess over $1,000, so the limit 
of liability would still be $1,000 per life. 
It’ is contended that there would be a 
considerable saving in overhead as com- 
pared with having to issue 3 $1,000 poli- 
cies as at. present. 

Life insurance leaders feel that the 
first two proposals get pretty far afield 
from “poor man’s insurance,” which was 
the original basis of permitting the banks 
to write life insurance, and that they 
would aggravate the tendency of pros- 
pects to turn to the banks for insurance 
after the real selling job had been done 
by an agent. 


Treasury Tax 
Proposals Hif 
Life Insurance 


Keen Interest Is 
Taken in Recommenda- 
tions of Morgenthau 


WASHINGTON — Assailing tax 
avoidance by privileged groups, Secre- 
tary of the Treasury Morgenthau on 
Tuesday recommended that full revision 
of the insurance provisions of the rev- 
enue code be included in the 1942 tax 
bill. 

Appearing before the house ways and 
means committee with recommendations 
to raise $7,610,000,000 in new revenue, 
Morgenthau cited insurance as an “ex- 
ample of special privilege” which should 
be eliminated. He made no estimate of 
the amount of revenue which would be 
developed by the proposed revision nor 
did Randolph Paul, special tax adviser 
to the Treasury, who explained the de- 
partment’s recommendations. 


Cites $459,000 Payment 


Paul, however, told the committee that 
the life companies have assets of $30,- 
000,000,000, and in 1939 those assets 
earned investment income of over $1,- 
000,000,000 yet the companies paid a 
total income tax of only $459,000. 

“There are two major reasons why 
life insurance companies pay practically 
no tax,” he explained. “First, they are 
allowed to deduct from their investment 
income an amount equal to 33% percent 
of the mean of the reserves required by 
law, although the average rate actually 
earned is less than 3% per cent. Second, 
while tax exempt interest is excluded in 
computing investment income, that por- 
tion of the tax exempt interest which is 
attributable to the reserves is excluded 
a second time through the deduction of 
334 per cent of the mean of the reserves. 

“It is suggested that this double ex- 
clusion of tax- exempt interest be elim- 
inated by reducing the reserve earnings 
deduction by the percentage that tax- 
exempt interest bears to total invest- 
ment income. 


Present Day Realties 


“Further,” he continued, “the deduc- 
tion of 334 per cent of the mean of the 
reserves should be reexamined in the 
light of present day realities. It is sug- 
gested that this deduction be reduced to 
an average of 3% per cent and the actual 
rate of interest assumed by the company 
in computing its reserves. In ascertain- 
ing this average, a weight of 65 per cent 
should be given to the 3% per cent and 
a weight of 35 per cent to the actual in- 
terest assumption rate. Such a formula 
avoids the unfairness of using either a 
fixed rate, which discriminates against 
those smaller companies using a higher 
actual rate and thus possessing smaller 
reserves, or the actual rate alone, which 
discriminates to an even greater degree 

(CONTINUED ON PAGE 11) 
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NEW YORK—Annuity business has than with disability. On the other hand Conn, General .............. 250,000 in hese contracts, inadequate in the light 
jumped far ahead of disability as a loss there is no point in dragging the process Conn. Mutual ............... 1,558,439 of current annuitant mortality, are a 
producer, the 1941 annual statements out indefinitely. One of the largest an-- Gontl, American ...60:06. 0.6 ‘ 51,212 major cause of the bolstering of annuity 
filed with the New York department nuity-writing companies estimates that ‘Esquitable Society. <.....<... 10,246,910 reserves 
show. Companies licensed here showed three more years of bolstering its annu- larmers & Traders.......... 6,055 There i is good evidence, however, that 
an aggregate loss on annuities last year ity reserves by the same amount that it Guardian of N. Y........... 128,841 where the insured specifies the annuity 
of $32,471,414 as against a 1940 total oi did last year will put all its annuities on Home Life of N. Y......... ‘ 67,230 option for his beneficiary the anti-selec- 
only $2,729,387, while 1941 disability an unquestionably adequate’ reserve John Hancock (Group)...... 784,855 tion is cut down so that the annuitants 
losses amounted to $14,352,084 as against _ basis. NEARS ANMUAND oho sctaise 8c ocsecrs 969,286 mortality gives the company about a 15 
a 1940 total of $24,281,62: Incidentally, in comparing annuity Metropolitan (group) ....... 2,143,825 percent better break than where the ben- 

The 1941 disability loss figure was al- losses with those arising from disabil- Mutual of N. Y............. 2,801,344 eficiary herself makes the election. Some 
most balanced by the double indemnity ity, it should be remembered that the New England Mutual ...... 287,787 companies are already recognizing this 
aggregate gain of $12,856,267. disability loss’ figure would be much New York Life............. 7,000,000 differential in the income to be received 

The loss on annuity business, as with higher if many companies did not pay a Northwestern Mutual ....... 3,355,674 under the life income option. 
disability, is not due to paying out more lower scale of dividends to policyhold- Penn Mutual ............... 124,287 Nine companies added to their disabil- 
than is taken in or has been taken in but ers having the old underpriced, over- Phoenix Mutual ............ 400,600 ity reserve last year by switching to a 
to the strengthening of reserves to make liberal disability contracts. Also, com- Provident Mutual ........... 1,192,658 more conservative valuation basis. The 
sure they will be adequate to meet future panies have been taking their disability Prudential, Ord. ............ 6,192,658 increase from this source was somewhat 
payments. Since 1939 the gain and loss losses for the last 15 years and have the Prudential, Grp. ............ 915,028 greater than for 1940: 
exhibit has included an item showing job of fortifying disability reserves State Mutual ............... 175,000 Bankers of Iowa........ ae SHOOUO 
how much money, if any, has been added pretty well established. They are now in Teachers ............0.00005 3,614,808 Guardian of New York....... 164,325 
to the various classes of reserves by rea- a good position to swing the spout over Travelers CPLOUP)): 0.160% eccroisters Aot;302 Mietropolitath .. 0.00.02 6+ 0% - .. 1,500,000 
son of change in valuation basis. Last to annuity reserves and bring them up Union Central .............. 242,627 Mutual of New York..... soc Dats 
year 26 companies added a total of $44,- to the proper level. orto) Wael 12 oy ane era Sow VNatOial Vib here seen stiescwahacos 100,000 
570,774 by changing their annuity poli- Here is what the 26 companies did New York Life...... i atgaratiees 3,300,000 
cies to a more conservative reserve last year in the way of adding to annuity DOA, aise coresin sce sint-onen eee OVO Nee Benne Martial ..ccccecccsccne SOeatO 
basis. reserves by reason of change in reserve AOtal: TOF A980)... ads oe se 12,849,301 Provident Mutual ........ ; 248,000 

It will probably take annuity-writing basis: sl Bo) 20 [Ss i0) 1k 1! ~ HoOUG eral “State Mutual) 6... 6:<65.6 10-8 0sctn 125,000 
companies several years to get all their Aetna, Ord. ................ $ 1,900,000 An important angle of the annuity Gita fe er erect candid itled + AOR OLODS 
annuity reserves over to a fully adequate Aetna, Group .............. 140,944 problem is the present and future liabil- Total {0 1940... ices iG in. 668,420 
basis. There is no need of taking the Bankers, Ia. ................ 600,000 ity of companies under the life income "ROtal tof 1089 ocrecc oss scien Bykoh, Oo 
entire loss in a single year, any more Columb. Natl. .............. 47,758 provisions of older policies. The rates (CONTINUED ON PAGE 10) 

Disability Disbursements* Annuity Prems.7 
eal abel ital —— ame co OF 
$ », 
sn s ot ~ ts) 
a o og an U 
ne 2 > bo to F na = ef 
t P ws mR mm n ont he 
“e Raises “ee eo 253 S soe oe 
-@ om Sat Sot ay to = sd a 2 
> 8s 2 nS “hs me) Ss eal] wo n eros tae 
2Eo = or Age) oR RS aaa = 2 Sas Reserves on Supple- 
meh @ m & a3 Ls PES a Bs pou ase mentary Contracts 
See Ee @A 35 eae ass gira o ae O85 Not Involving Life 
rf Sa ef oe Os O58 5 £ oa ees o 8 gs ° 5 “ Contingencies 
(a) mA Bea * #€nQ #Ar an isa) ea Ane a 
End of 1941 End of 1940 
AOtNR TALC ooo. ccrsvesssecewe —42,437 + 513,060 1,909,2519 10,989,053 10,641,006 149,280,939 —2 421, O41 73,925,315 66,375,594 
Bankers, Iowa ............-.. 412,194 + 149,885 3,337,000 2,056,498 17,269,180 14,841,663 13,639,304 
Berkshire ..........0.0eee0008 +14,213 +19,964 562,400 324,247 5,623,239 
WPETRROER: TALC oi ck tsteanvese +129,931 + 92,650 1,276,000 3,1 $35 6,900,471 
Chureh Pi eeeeeseeetes 6 6peehe i -meteee § sieaiey. gieweie  j§§  reieediy 14,1125 953,604 96,025 3,278,640 —90,587 64,985 = ..eec. 
oo) a ra 1,900 9,343 + 8,674 7,412 , 
Bol Ce) 5 ea 34,675 ,963,097 —48,941 2,566 —86,048 
eer 1,640 65,970 —4,929 140,000 i + 42,850 
Conn, General ............ 224,074 10,862,889 —88,395 1,084,0439 12,228,118 70,462,454 —66,002 
Conn. Mutual ........ 246,808 13,389,012 + 205,793 5,650,000 4,284,510 51,854,553 —1,090,042 
(AMIE: cacivccccsccscwsscsenses. SEOTE “BRR Ss 10,998 Ppeeo- — icns | tony © ates | Senne 0 Memes oe oe meena | nines Sec aeenr es 
Continental Am. 23,153 1,336,245 + 35,429 11,000 41,93: 129,598 1,005,161 —48,171 1,349,650 
eee CUT REL eT 3,282 48,493 —95300 jjjj$o§+4454,872 jj ivecex 18,066 1,517 69,189 -459 30,869 29,674 
ERR Kase nicicerenees SbeeeD _ebeess ocpeeels .. Suxgen _oaameres commie” Mt ee ts, 0 eee ee eee ieee 0 ene 8,370 
Equitable Society ............ 8,991,328 1,879,484 116,301,681 1,753,068 33,400,000 34,510,130 66,960,082 152,902,997 7,980,560 
Equitable, Iowa ........... 377,119 103,988 6,053,377 + 198,176 + 249,918 2,547,044 1,927,299 1,207,137 18,332, 018 os 112,730 
DITOR SC MCRD iosascdes Seanas j§ “8606S § s6056m.§ <c@eeeee go “hesGen POGUE. = ares, | Saracen 2 é:tlers.ee 
WOT BSUPORD siciscescisccces 20220 —§ svaauww 11,649 i 68,000 53,766 
Farmers & Traders........... 10,988 287,750 a. ce (5-7 (Cn eee ete 195,158 
Fidelity Mutual 356,351 4,870,976 4 1,799,468 7,732,345 
Guardian Life, 471,129 7,836,913 ; 4 3 2,110,000 8,974,935 
Home Life, N. 252,804 3,564,430 578 4 7 1,350,000 7,019,611 
SNE 65 654.555 5.00%42 05 4,602 64,566 778 +553 117,826 40,516 
John Hancock 1,480,346 17,003,220 437 + 682,885 22,958,495 29,774,595 
Loyal Protective ............. 1,671 sv eeeee 2,012 410 + 1,262 11,397 2,262 
Lutheran Mutual ............ 5,435 158,825 524 + 31,946 475,000 Seen 100,673 
MONUAUAN: o.c266s cea seveses 60,378 633, 653 +642 32,1887 2,935 108,115 1,016,660 899,962 
Mass, Mutual ................ 1,358,206 20,391,4 226,128 +72,859 8,316,302 2,615,403  5,742,26 100,653,467 92,705,869 
MMSE, PrOvectivea: v.02 c0crccrcces  WBBBE  -seasias 77 + 7,148 SOCOM i sesvaneserls v5. Sobeiateleees | ohm auucranteete 81,947 51,931 
po a 8,523,995 101,803°2 — 4,502,847 41,673,527 166,447,774 139,359,112 
PE: Sénceepestsccsrotcrseen Ce — weamac 45,313 - —_ ==ee SR cies | Rae we 8,104 — 49,377 0,853 
NS: OD. 0.050 6520006 6080 4,398 peere 0 hee) Cokin pee | lake | ee, eee 00 || eee Puen ee . 
Mutual Benefit .............. 40,031 1,483,396 103,683 22,019,727 —146,170 103,370,191 94,551,800 
i ie Feary ere 8,337,444 104,664,523 3,867,850 181,013,507 —1,911,323 118,927,038 106,276,650 
Mutual Trust ............00%. 57,437 1,119,280 130,020 2,454,783 —10,533 2,004,978 1,673,798 
National, Vt. ........0ec0e00% 208,887 3,750,185 1,363,205 43,597,748 59,380 16,661,677 14,529,556 
New England Mut............ 404,011 6,980,903 3,521,445 64,372,022 —857,552 49,436,672 44,834,585 
New York Life ............5. 15,616,608 228,047,778 10,566,682 378,596,356 —5,925,035 187,483,779 166,767,005 
No. Amer, Reassurance....... 42,949 713,570 1,276 14,350 Meee, ents  ianes 
Northwestern Mutual ........ 1,028,173 — ...... 342,389 50,18 216,696 81,760,281 —4,398,662 182,064,517 169,424,282 
Old Republic Credit .......... 2,869 483 9 oe me TASS “SReaee ) . eimeckal © Sane: 
Paul Revere ..........0.00005 a 1,737 8 9,72 410,495 ss vocns Ces 39,795 34,998 
BEND ONG, 5 s.ccdieicec sane ooaie 1,503,467 1,369,905 476,520 : —846,381 261,603 9,700,000 5,9: —538,510 72,503,509 65,493,430 
Phoenix Mutual ............. 967,277 573,254 185,770 8,622,335 —4,951 +187,846 2,116,293 1,411 —469,466 20,169,230 17,441,193 
POM oss bos cokes assess vey ian 1, ee 3,1 23,089 + 228 8,670 —123,914 229,426 183,650 
Provident Mut. .............. 749,096 425,632 144,895 597,630 + 22,171 4,714,000 1,38 —1,062,162 33,137,612 29,631,352 
Prudential .................. 2,905,685 10,402,500 2,437,608 110,995,603 + 3,409,066 +4 51,320,198 11,019,412 —5,760,607 146,044,649 130,085,453 
Security Mut. ............ 51,715 41,058 14,816 644,983 + 3,198 98,915 60,909 —19,625 955,132 766,977 
State MUtUal oo cscs scee ses 298,813 196,192 70,241 3,699,906 —178,315 3,400,009 596,845 —246,241 19,004,559 17,148,423 
DPROUDIN Sah ohscxG sr bed season 3) eee 4,052 93,324 + 28,555 150,000 1,525, 810 + 20,690 2,190,548 1,925,116 
TVA ONGIN so iscs sna sa eis Senses 5,762,395 6,161,063 1,080,333 62,079,135 —53,321 1,492,75 —84,161 59,388,943 52,677,508 
Union Central .............. 479,028 628,813 196,176 6,908,669 —746,842 3,309 378 —611,461 9,498,382 8,463,104 
Union Labor 5 82,270 + 4,243 12,297 —549 12,346 17,348 
Union Mutual 45,373 + 20,314 405,944 + 14,245 1,185,824 1,042,183 
eS eee 238,870 + 7,397 204,609 + 10,886 169,633 167,957 
Victory Mut. 14,811 “s(t. i |: See ea 212 5 Gi08 °c. 
Totals, 1940 F 981,113,484 —24,281,623 +13 324,386,614 176,263,767 220,426,052 3,375,357,054 —2,729,387 ...... «seeeee 
Totals, 1941 72,836,160 928,801,776 —14,352,084 +12 7 324,620,252 169,788,440 22 —32'47 71,414 1,686,492,769 1,450,249,515 
**Entire business. °To June 30. 
*Ordinary only. ‘To April 30. 


‘Includes Group. *Participating business. 
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War Topics 
Underlined at 
N.A.L.U. Rally 


Program for Mid-Year 
Meeting in Memphis 
Is Sketched 


Relationship of the agent to the war 
effort will be the principal topic for dis- 
cussion at the midyear meeting of the 
National Association of Life Under- 
writers in Memphis, March 26-28, ac- 
cording to John A. Witherspoon of 
Nashville, president. 

This will be the National association’s 
first full meeting since the United States 
entered the war, and the place of life 
insurance as a war industry as well as 
the work of the agent for home-front 
defense will be charted. There will be 
a complete discussion of the defense 
bond selling efforts of the National asso- 
ciation, and plans for expanding such 
work. 

“Because of the many new problems 
imposed by active warfare,” Mr, Wither- 
spoon said, “this will be one of the most 
important midyear meetings of the Na- 
tional Association ever held. It is the 
association job at this time to give its 
members a clear picture of what is ex- 
pected of them and what they can do in 
the war effort.” 


Four Major Sessions 


There will be four major sessions dur- 
ing the meeting. On Thursday, March 26, 
there will be a “midyear agency manage- 
ment conference” under the direction of 
William W. Hartshorn, Metropolitan Life, 
Hartford, chairman of the committee on 
general agents and managers. John 
Marshall Holcombe, Jr., B. N. Woodson 
and Lewis W. S. Chapman of the Sales 
Research Bureau, Hartford, will conduct 
the program, which will deal with moti- 
vation of the agent under current con- 
ditions. There will also be a meeting 
of state association presidents, under 
Ralph W. Hoyer, John Hancock Mutual, 
Columbus, O., chairman of the commit- 
tee on state and regional associations. 

The major event of the gathering, the 
meeting of the national council, will be 
held all day Friday, March 27. The 
president and national committeeman 
of each local association are accredited 
delegates to the meeting, which will be 
held in the form of a legislative session, 
with the representatives of each state 
seated together. Progress reports on 
association activities will be outlined by 
the officers and chairmen of important 
committees, and several round-table dis- 
cussions will be held at which under- 
writer leaders will formulate association 
policy for the remainder of the present 
administration. 

On Saturday, March 28, the Memphis 
association will be hosts at a “southern 
sales congress,” the speakers at which 
will be prominent association leaders, 
including President Witherspoon. The 
association’s trustees will hold a meeting 
the same day, to consider the recommen- 
dations made to them by the council. 


Hugh B. Jones Chairman 


Hugh B. Jones, New York Life, 
Memphis, is general chairman of local 
arrangements for the meeting. His assist- 
ing committees are headed by the follow- 
ing: 

Attendance, Wayne Deupree, Travel- 
ers; C.L.U. activities, Bruce Blalack, 
Travelers; company meetings, Frank W. 
Howland, Massachusetts Mutual; deco- 
rations, Robert S. Seay, Metropolitan; 
entertainment, Leslie Fortune, Massa- 
chusetts Mutual; finance, M. E. Brooks, 


Aviation Rider Order in 
Minnesota Expected 


ST. PAUL—Commissioner Johnson 
of Minnesota expects to issue an order 
next week on aviation exclusion riders. 
The Minnesota supreme court last week 
held a 1941 law permitting aviation ex- 
clusion riders valid but did not rule on a 
second question, the authority of the 
commissioner to approve or disprove 
such riders. 

Minnesota Mutual Life, which brought 
a friendly action to determine validity of 
the new law, announced it was attaching 
a revised war clause to all policies writ- 
ten. This eliminates the limitation of 
liability if the insured dies as a result 
of war while inside the United States. 
The effect is to provide full coverage to 
men in military, naval or air service 
while within the United States and 
Canada, except for the aviation exclusion. 





Confer on Minneapolis Convention 


MINNEAPOLIS — Following the 
mid-year Minnesota sales congress, life 
underwriters, President John A. Wither- 
spoon of the National Association of 
Life Underwriters conferred with mem- 
bers of the local committee arranging 
for the national convention to be held 
in Minneapolis in August. 








Union Central; greeters, R. C. Hunting, 
Mutual Benefit; hotel reservations, E. R. 
Caldwell, Prudential; managers and 
general agents, J. Frank Hall, Mutual 
Life; program, Jeff Gros, State Mutual; 
publicity, Russell Perry, Connecticut 
Mutual; radio, Vernon H. Smith, Metro- 
politan; registration, Lewis Callow, Gen- 
eral American; sales congress, Clyde R. 
Welman, National Life; women’s activi- 
ties, Elsie D. McKellar, Equitable So- 
ciety. 

Also assisting in promoting the meet- 
ing are W. F. Hughes, Massachusetts 
Mutual, president of the Memphis 
association, and W. T. Buckner, New 


January Payments 
to Policyholders 
at $216,000,000 


The Institute of Life Insurance finds 
that payments to policyholders and 
beneficiaries in January amounted to 
$215,949,000. There was a considerable 
decrease during the month in the num- 
ber of policyholders who surrendered 
their policies for cash or took loans. 
The surrender value payments showed 
a big decrease from $47,293,000 in Janu- 
ary, 1941, to $38,394,000 in January, 
1942, or 19 percent. 

Total payments were as follows: 





January January 
1942 1941 

Death benefits ..$ 87,464,000 $ 89,580,000 

Endowments .... 4,427,0 25,157,000 

Disability ......- 8,878,000 8,969,000 

Anmuities ....... 6,367,000 15,275,000 

Surrender values. 38,394,000 47,293,000 
Dividends to 

policyholders 40,419,000 42,547,000 

WOUES Sos cs xe $215,949,000 $228,821,000 





Hold Joint Meeting in Buffalo 


The Buffalo C.L.U. chapter joined 
with the Buffalo Life Underwriters As- 
sociation in a supper meeting March 5. 
Philip Halpern, Buffalo attorney, dis- 
cussed “The Administration of Life In- 
surance Proceeds by the Life Insurance 
Company and the Trust Company.” 
Dean Lewis A. Froman of the Univer- 
sity of Buffalo’s Millard Fillmore College 
will address the April meeting of the 
C.L.U. chapter. 





York Life, head of the Tennessee state 
association. 

The national angle will be handled by 
Jack Hilmes, Equitable of Iowa, Des 
Moines, chairman of the committee on 
national council meetings. 

W. T. Buckner will serve as chairman 

(CONTINUED ON PAGE 22) 














the peace. 


by this 


was retired. 


wars and depressions. 


WILLIAM H. KINGSLEY 
Chairman of the Board 





INSURED MANY YEARS 


Here are the dollars-and-cents accounts of the three oldest 
Penn Mutual policies to become claims in a recent month:— 

Policy No. 32,918, an Ordinary Life issued in January of | 
1883. During the 59 years he was insured he paid $2,512.38 
gross premiums, less dividends of $988.26, making his net 
premiums $1,524.12 for $2,000 of insurance. 
printer when insured at age 26, and he died at 87, a justice of 


Policy No. 24,977, an Ordinary Life issued in April of 
1879. During the 63 years he was insured he paid $3,923.64 
in gross premiums, less dividends of $1,605.38, making his 
net premiums $2,318.26 for $3,000 of insurance. 

Policy No. 32,645, an Ordinary Life issued in December 
of 1882 to the same man. During the 60 years he was insured 
policy he paid $2,676, less dividends of $1,015.68, 
making his net premiums $1,660.32 for $2,000 of insurance. 
He was aged 26 when he first insured, and was a woodworker. 
When he insured the second time, at age 29, he was a manu- 
facturer of woodwork. At the time of his death, at age 89, he 


Through the 59, 63 and 60 years of these policies the com- 
pany stood ready to pay and was able to pay the life insurance 
money at any time after the issue of the policy, regardless of 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


He was a 


JOHN A. STEVENSON 
President 

















Siegels Lose 
Damage Suif 
on Name Calling 


N. Y. Counsellors Not 
Entitled to Recovery 
on Evidence, Court Holds 


NEW YORK—Morris H. Siegel and 
his brother, Samuel M. Siegel, co-pro- 
prietors of Policyholders Advisory 
Council, are not entitled to damages be- 
cause a Metropolitan Life manager re- 
ferred to them in a letter to a policy- 
holder as “swindlers,” a supreme court 
jury in New York City decided this 
week after only 15 minutes’ considera- 
tion. The Siegels had sued for $10,000. 

Justice W. T. Collins was so im- 
pressed by the wealth of evidence pro- 
duced by Metropolitan in support of its 
contention that the designation “swind- 
ler” was accurate that on motion of 
Metropolitan’s counsel, J. Howard Car- 
ter, he ordered the minutes of the trial 
referred to District Attorney Hogan. 


Siegel’s Previous Record Bared 


Not only did Metropolitan produce 
evidence showing the Siegels’ method of 
operation, such as the $1 “registration” 
tee charged prospective clients before 
consultation, the charging of substantia! 
fees for assisting in having changes 
made that companies or agents would 
handle for nothing, and other well- 
known Siegel practices but it also 
brought in evidence of previous activities 
of which most people in the insurance 
business had been unaware. 

For example, when Morris Siegel ap- 
plied to the Metropolitan for a job before 
going into the fee counsellor business it 
was shown that he deliberately falsified 
his record of judgments against him and 
his previous employment record. In his 
testimony he admitted having done so 
because he was afraid he wouldn’t get 
the job. 


Reason for Discharge Shown 


It was also shown that the reason 
Metropolitan discharged him was that he 
had defrauded a policyholder. When Sie- 
gel denied having written a letter ac- 
knowledging this, handwriting experts 
were called who testified that the letter 
was in Siegel’s writing. 

Metropolitan also produced evidence 
that Siegel in seeking employment after 
being discharged by Metropolitan had 
falsified information sought in connec- 
tion with issuance of a bond, that he 
gave his reason for leaving the Metro- 
politan as being dissatisfied with condi- 
tions, though actually he had written 
letters to Metropolitan begging to have 
his job back. In this application for 
employment, as he had before, he de- 
nied previous judgments against him, it 
was shown. 

One of the most eye-opening portions 
of the evidence dealt with Siegel’s trans- 
actions with a policyholder of Mutual 
Life of New York. While employed as 
a Metropolitan Life agent Siegel had a 
sideline which he designated as a busi- 
ness trust specialist service, in which he 
had a partner named Schwartz who was 
later employed at Policyholders Advis- 
ory Council. 

Siegel handled the surrendering of a 
lapsed Mutual Life policy for a client. 
The surrender value of $1,155 was paid 
out in two checks, one for $655 and one 
for $500. The policyholder testified that 
he had received the check for $655 but 
not the $500 check and that the endorse- 
ment on the $500 check, though his 
name was not his signature. 

(CONTINUED ON PAGE 10) 
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Pearl Harbor and the Carriage Trade 
WAR EXPENDITURES CHANGE BUYING FIELD IN LIFE INSURANCE 


By JOSEPH M. GANTZ 
General Agent Pacific Mutual Life, Cincinnati 


There seems to be some pessimism in 
a good many quarters in the life insur- 
ance business because of misunderstand- 


in ’42, which leaves a tremendous lot 
of marginal money for the average 
American to save. He will have no long 


vacations, no trips, no cruises, no auto- 


ing of signals and signs. 
mobiles, no ice boxes, no gadgets and 


Some of the companies and agents are 


A National Underwriter salesman remarked that life men were feeling a little let- 
down from the December rush and added, “What they need is someone like Joe Gantz 
to cheer them up. His men are all pepped up and going fine.” Actually the Gantz 
agency of Columbus and Cincinnati again led the country in 1941 for Pacific Mutual. 
The’ hint was taken and Mr. Gantz was asked to point out how life insurance can be 
sold now. He contributed the article herewith and packed ‘an idea into every sentence. 





afraid to sell the $75 a week mechanic 
because they think he will be out of a 
job in three or four years, forgetting 
the fact that he spends his money with 
an awful lot of people we have always 
wanted to sell and neglected for the big 
cases. The signals are the same, but 
their meanings have changed. We can- 
not figure the future in terms of the 
past. We are confusing the inconceiv- 
able with the impossible. It will be pos- 
sible for them to continue at their work 
for many years after the war, and I feel 
certain that they will. 
Geared to Middle Class 

We have geared our agency on the 
principle that the middie class must sur- 
vive for the democracy to survive, that 
the lower classes will have a larger share 





JOSEPH M. GANTZ 


in the national income and that the up- 
per classes will do a lot of the sharing, 
which makes the sharers very unhappy. 
Because of this, we have stopped writ- 
ing custom-made insurance for the car- 
riage trade. We are now calling on the 
average buyer and are submitting three 
sizes for his consideration and 12 colors 
instead of 12 sizes and three colors nec- 
essary for the carriage trade. We cannot 
afford a custom made job for the aver- 
age case, but we find that these cases, 
without programming, etc., do buy 
enough to exceed the United States av- 
erage per policy. 

The top, big case agent is in a dilem- 
ma, anc the marginal agent has gone 
into defense work, but we find a market 
practically untouched of families who 
earn from $2,000 to $5,000 a year—new 
ones, thousands of them. The marginal 
agent cannot sell them; the top-notch 
agent does not understand them. 

Huge Income, Little Competition 

It is difficult for us to be pessimistic, 
and we are very much impressed by 
the fact that the national income was 
40 billion in 32 and will be 100 billion 


no instalments to pay, and of all the 
many competitors we used to have, with 
all of this money there will be only 
taxes, the purchase of bonds and the 
increased cost of living to compete with 
us. 
We are assisting with genuine patri- 
otic fervor and motive the government’s 


anxiety to help the people save and keep 
their money. We are very conscious of 
the fact that life insurance, like every 
other business, will not be allowed to 
stay in business for the profit motive 
only. Its major purpose will be to ren- 
der a useful service during the war, and 
that means selling it to the many for 
the good it does. 


Live in the Present 


It always took three things to buy 
life insurance and only three: 

1. Man must have a need. 

2. He must be afraid that it will not 
be fulfilled. 

3. He must have 
which to buy it. 

He had No. 1 and No. 3 in the ’20’s. 
He had No. 1 and No. 2 in the ’30’s. He 
now has the need, the fear and the 
money! What this country needs is not 
a good nickel cigar, but more life in- 
surance men who can forget the past 
and live in the present. The people who 
sell the life insurance are going to have 


the money with 


to be and think the same as the people 
who buy it, and there is our rub. 

In the past we might have been for 
the people but we have certainly not 
been of them. We certainly have not 
been of them as an industry since this 
administration. We ought to help the 
government do for the people what they 
feel they must do for the soldier, that 
is, to give them confidence and a stake 
in the future of America by giving him 
$10,000 of life insurance—the only thing 
the government gives him outside of the 
tools of war, a significant phenomenon 
little appreciated and understood by 
many insurance men in high and low 
places. 


Gave Up the Carriage Trade 


In anticipation of this obligation and 
this principle we have rearranged our 
whole agency, our thinking and our at- 
titude without any rate change or war 
clause drive. We are on a war basis to 
work and see as many of the average 
Americans as possible. We are expand- 








THE JOB OF SELLING 


Life insurance is really money for women, children, 


and elderly people; to provide bread and butter, a 


roof over their heads, and some of the comforts of 


life. In most cases this money would not be available 


except for the job of selling done by the insurance 


agent. 


According to records, the majority of our 


families have received little or nothing but life in- 


surance money when the head of the family dies. 


LIFE INSURANCE COMPANY 
Springfield, Massachusetts 


Bertrand J. Perry, President 
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ing and more optimistic about the’busi- 
ness than ever before. It was hard 
giving up the carriage trade, but as we 
look back we never made much money 
on them anyhow. They were fussy cus- 
tomers, and were not so profitable, all 
things considered. 

Life insurance will be sold in a large 
volume—larger than ever before by 
somebody, the pessimism of some life 
insurance men to the contrary notwith- 
standing. It will take a mental adjust- 
ment on our part to meet the times. This 
is war and it will wait for no man to 
get adjusted. 

Another thing this country needs to- 
day is a few people who believe in the 
destiny of the American people and 
their good judgment—the average man 
—and we will need to stop doing our 
planning in the terms of the tastes and 
fears and misgivings of the top 10 per- 
cent. Our market is the 90 percent— 
those who still believe. 


Calling on Average American 


We have given up the old fashioned 
sources of influence and group alliances. 
We are calling on the average American 
and talking to him about his desire to 
perpetuate his family’s existence. This, 
he believes, and will talk to me about 
regardless of the fraternity I belong to, 
the luncheon club I am president of, 
the college I attended, the neighborhood 
I live in and the hoity-toities I know 
so well. 

I find that we have been paying too 
much attention to the bonus trust cases, 
and all the other tax evasion motive 
purchases, and have forgotten the motive 
that has always sold 906 percent of the 
life insurance. The average American 
desires to guarantee his daughter an ed- 
ucation and his son a break in life, and 
his wife an income. The war has not 
decreased men’s concern about their 
family. The uncertainty has increased 
it, and his capacity to purchase. 

We will have to stop hating this ad- 
ministration more than we love our job. 
or we will never get the viewpoint I 
am talking about. Most of the people 
we talk to think this administration is 
O. K. and so do I. 


U.S. Old Rue Donen Men 
Address Actuarial Club 


The Middle Atlantic Actuarial Club 
at its first meeting of the year in the 
Acacia Mutual home office heard a paper 
read by John B. St. John, principal 
actuary of the bureau of old age insur- 
ance of the social security board, on 
“The Necessary Qualifications of an 
Actuary.” This was discussed by L. K. 
Crippen, vice-president and actuary 
Acacia Mutual; A. Kenigson, actuary 
Sun Life of Baltimore; L. C. Cocheu, 
Jr., bureau of old age insurance, and 
W. R. Williamson, actuarial consultant 
social security board. 

Charles A. Taylor, vice-president and 
actuary Life of Virginia, reviewed the 
report of the insurance commissioners’ 
committee which studied non-forfeiture 
benefits. Mr. Taylor is a member of 
the committee. G. E. Immerwahr, bu- 
reau of old age insurance, led the dis- 
cussion on this subject and Mr. Taylor 
answered questions. 

An informal discussion on “The Pres- 
ent Situation Relative to War Clauses” 
was led by Mr. Kenigson. The next 
meeting will be held in Baltimore May 8. 





Double Indemnity Sought for 
Death in “James” Sinking 


WORCESTER, MASS.—Mrs, Mar- 
cella Stankus has filed suit here against 
New York Life to recover double in- 
demnity on a $500 policy held by her 
son, Anthony Stankus, who lost his life 
on the U. S. S. Reuben James, torpe- 
doed off Iceland Oct. 30. 

Her attorney said the company has 
declined to pay double indemnity be- 
cause of a clause in the policy which 
exempts it when “death comes from war 
or any incident thereto.” He contends 
that since the United States was not at 
war at the time of the ship’s destruc- 


tion, a legal question arises which should 
be settled by a jury. 





Cleveland Trust Council Elects 


Edward S. Steeb, insurance officer of 
the Cleveland Trust Company, was 
named president of the Life Insurance 
Trust Council of Cleveland at its an- 
nual meeting. Clarence E. Pejeau, gen- 
eral agent of Massachusetts Mutual and 
president of the Cleveland Life Under- 
writers Association, is vice president; 
William A. Hiles, Central National 
3ank, secretary, and F. L. Schweitzer, 
Mutual Benefit Life, treasurer. 





Lutheran Mutual Loses Suit 


MADISON, WIS.—Lutheran Mutual 
Life of Iowa is not entitled to recover 


$5,834 in fees it paid in 1939 and 1940 
to obtain licenses in Wisconsin, the cir- 
cuit court here ruled. Commissioner 
Duel held Lutheran Mutual lost its tax- 
exempt status as a fraternal when it be- 
gan issuing policies to non-members. 





Jacobshagen Heads Kansas 
Company Organization 


Frank B. Jacobshagen, vice-president 
and secretary of Farmers & Bankers 
Life, Wichita, was named president of 
the Kansas Life Insurance Association 
at the annual meeting in Topeka, suc- 
ceeding James A. Allen, president Vic- 
tory Life, Topeka. W. J. Bryden, gen- 
eral manager of Victory Life, was named 
vice-president and W. M. Hobbs, presi- 


dent American Home Life, Topeka, sec- 
retary-treasurer, 


Knight Agency Reports 

The Charles B. Knight agency of 
Union Central Life in New York had 
total paid for business for February of 
$1,960,755. The total for the first two 
months of 1942 is $6,659,544, compared 
with $4,191,678, for the first two months 
of 1941. 


Wotford Educational Rally 


The Manhattan ordinary agency of 
Prudential in New York City, under 
Harris L. Wofford, held an educational 
meeting at which H. N. Armstrong, as- 
sistant manager of the company’s settle- 
ment options department, spoke on “Safe 
Guarding Life Insurance Proceeds.” 








“HOW IS THE WAR AFFECTING 
YOUR BUSINESS, JOHN?’ 





LIFE INSURANCE COMPANY 


OF BosTON, MASSACHUSETTS 
GUY W. COX, President 


oa “WELL, BILL, LIFE INSURANCE 
IS JUST AS IMPORTANT IN WAR 
AS IN PEACE. WE’RE BUSY... 


‘‘... busy doing a pretty useful job, Bill. You see, every 
time I get a man to spend part of his increased income for 
family protection, I’m rendering that man a real service—and 
helping the country, too. Not only that, of course, but I’m 


building my own business for the present and the future!” 
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Equitable Society FIGURES FROM DEC. 31, 1941, STATEMENTS 7 
Tells 1941 Story cedanceanee tee a to cae Gee eae 














es = Total in Policy Bus. Ins. in Force in Ins. Income Income Paid Disburs. 
in Picture St le Assets Assets _ holders 1941 Dec. 31, 1941 in Force 1941 1941 1941 1941 
4 $ $ : : § $ : $ : 3 
American Savings Life 2,565,292 84,593 265,364 1,154,228 12,902,226 —846,217 330,148 694,057 —«-201,335 601,076 
Pere for : ” ventral Life, 1...... 54,639,560 2,840,283 5,029,235 14,123,394 174,269,967 +3,773,258 5,130,646 8,618,614 3,466,614 5,767,181 
_In a pictorial human interest” annual Gofonial Life ..--.... 22,621,058 995,873 1,400,282 21,939,061 131,404,467 +9,339,131 4,883,221 5,963,108 1,998,525 5,077,577 
report telling the story of its year’s Cuna Mutual :....... 665,292 219,076 301,235 33,602,690 104,642,737 + 21,145,204 848,772 866,315 579,080 665,482 
activities in terms of people as well as Dominion Life ...... 49,248,985 3,092,682 2,041,335 21,074,145 196,711,244  +8,342,816 5,486,492 8,879,383 3,426,289 6,065,140 
dng ae Se Se Empire Life & Acc... 2,907,203 420,458 989,636 14,910,808 33,178,038  +3,660,278 1,420,847 1,726,109 265,865! 1,299,769 
a Equitable ee that pidelity Union Lite .. 4,842,538 613,946 «683,696 —«3,423:597 28,349/891 +789,053 760,682 1,078,158 234,103 «536,956 
yenefit payments to policyholders and George Washington .. 4,967,714 93,372 374,133 4,723,721 21,558,761 +2,790,273 485,527 789,099 410,620 += 710,708 
beneficiaries averaged $23,918 every hour yee hee ee sees -4,413,708 | 184,355 372,823 2,034,966 22,909,862 —354,053 498,762 679,138 245,466 492,421 
4 F ¢909 596 , Great Southern Life.. 58,079,371 2,985,755 4,700,000 27,023,961 262,513,876  +7,373,075 6,958,823 10,208,707 3,629,368 7,314,786 
OF 20h, & total of $209,526,000 for the Home Security Life., 4,039,744 605,425 5 25,2452 20°858:4128 54244050 «4+ 7,027,833 1,777,148 1,937,598 346,925 1,510,151 
year. ; : Hoosier Farm Bur.... 290,520 140,382 22,940 4,541,550 10,515,723 + 3,697,622 216,886 243,854 10,871 113,647 
Total death claims amounted to $72,- — ——— a. 26,411,895 54,678 1,066,458 19,907,366 115,299,704 +8,050,161 3,080,821 4,788,329 2,830,406 4,824,286 
978.000 while benchts ivine policy- Independent Life, Md. 890,471 97,682 1,082 2,862,404 8,389,021 +1,011,652 276,791 314,720 61,301 216,544 
hol “io aa lily Be naa” PONCY- kentucky Home Mut. 10,370,678 11,438 462,439 4,577,907 49,573,535 +9,138  1,144,9664 2,010,8984 1,075,0694 2,034,6794 
1olders aggregate 945, . Knights Life ........ 9,254,442 925,429 1,100,000 40,864,956 113,734,953 +18,030,736 2,965,508 3,357,624 846,707 2,486,745 
Payments to beneficiaries showed a a pectes 479,549 81,064 141,196 7,151,250 8,945,410 +1,150,709 526,538 555,811 161,159 482,616 
rise of $1,336,000 in 1941 while payments Manhattan Life ...... 24,990,642 1,646,887 305,623 +—-20,809,763 97,177,354 +411,664,755 3,758,598 5,518,518 1,983,870 4,016,770 
7 $1,336, pay National Life, Ia..... 7,859,285 357,693 641,685 3,511,200 43,116,023 +4,467,967 1,239,742 1,779,627 834,373 1,421,346 


Se: egy : cnn. 
to living policyholders increased $2,758,- North Amer. Reassur. 18,690,055 601,859 2,200,000 30,527,100 168,724,600  +11,481,300 2,707,034 3,514,040 2,171,349 3,145,894 


000. Last year’s payments brought total Sunset Life .......... 784,159 88,261 328,108 2,897,920 13,023,368 + 1,521,566 248,873 291,531 47,028 212,637 
benefit payments during its 82 years to Supreme Liberty Life. 2,904,004 310,847 425,543  68,393,5165 66,753,6825  +9,592,268 1,396,352 1,552,401 292,573 1,263,775 
$4.801.149.000 Teachers Ins & Annu..130,197,732 12,643,879 5,614,870 4,124,283 66,648,400 +1,687,156 11,178,936 17,360,786 3,144,991 6,171,596 
94,501,129,00U. Western Mut.’ Life.. 660,927 151,687 135,833 1,945,322 8,884,469 + 1,068,891 260,320 324,771 49,134 170,307 


To each $1 of premium income 27 


cents was added as earnings on invest- FRATERNALS 

ments. This $1.27 was used as follows: Lutheran Brotherhood 12,415,045 pp 1,360,394 10,185,344 82,385,802 +7,497,339 2,566,514 3,433,128 753,183 1,509,555 

benefit payments 49 cents; set aside as Maccabees ...--.-.-.- § 57,876,81 2,362,585 2,869,965 46,903,435 222,979,345 + 19,019,248 6,526,203 12,880,915 6,154,732 10,549,975 

Modern Woodmen .... 97,886,526 6,381,738 ....... 66,523,014 543,550,086 —12,956,024 17,872,594 23,565,749 13,266,213 23,565,749 

reserve funds to meet future benefit pay- Royal League ....... 5,121,852 139,591 231,387 485,346 15,217,865 —128,962 396,594 780,896 490,598 894,318 

ments 51 cents; operating expenses and Standard Lite, Kan.. 11,206,209 is2aes 656,651 2,597,500 34,862,651 —1,774,814 946,483 1,528,674 1,283,792 1,988,478 
: 9 oodmen Circle, Neb. 34,327, 696,632 4,075,511 7,062,730 104,427,445 —639,116 2,652,041 4,033,831 1,899,047 2,893,764 

other charges 10 cents; taxes, 2 cents, Woman's Benefit Assn. 44,543,641 2'025/403 1,963,210 5,826,867 121,457,052 —429,820 2,633,059 4,594,088 2,223,089 3,471,920 

and additions to contingency reserves ———— 

and surplus, 3 cents. Policyholders re- iLife only. 4Includes A. & H. Ff 

colwed te dividends the rat 12 “Includes voluntary reserve for contingencles—$50,000. ‘Includes industrial. 

: é g§ le *Excludes revivals of $1,239,543. 
cents. 








Some 64,000 new policyholders joined 
the Society and 38,000 added to their 
insurance in force. The Society now has 
1,718,000 individual life policies and 
1,698,000 group certificates in force. 


During the year 146 individual policies 
on 131 persons became death claims 
within 12 months after going into effect, 


their families receiving $512,000 in death 
benefits. Of the total policies which 


became death claims, 903 were less than : : : ; ; : 4 
eaagaeneceges > sages a agg Song ty Policyholders and agents alike find satisfaction in their 
y . 6,057 £ 10 to 20 y d ° . - " " 
ong ayaa tis aaa laid business relations with Fidelity—and tell us so—because 
the company pclicy always has been one of friendliness 


6,071 20 years or over. 
The mortality record showed an im- 
to both. 


provement over the preceding year, with 
deaths from influenza and pneumonia 
reaching a new low. The death rate 
from automobile accidents, however, in- 
creased. 

More than 690,000 checks were dis- 
tributed as income payments under life 
policies and annuities. Payments under 
these income plans exceeded $50,000,000. 

The families of 8,769 workers pro- 
tected by group cover who died during 
the year received $17,649,000. 

Lapses and surrenders dropped to 2.8 
percent, the lowest recorded rate in his- 
tory. 

“Life insurance has made great con- 
tributions to the nation’s welfare in the 
past and today is in a position to be of 
greater service to our country than ever 
before,” President T. I. Parkinson told 
policyholders. 


These testimonials are gratifying evidence of the suc- 
cess of sixty-three years of building that widespread repu- 
tation through fair-dealing. Managers and agents have 
widely reflected it in their field contacts. It is one measure 
of successful management which is highly important. 


Fidelity operates in thirty-six states, including New York 
and the New England states, with the wide range of policy 
forms necessary to meet present day needs. It provides 
How Kansas City Life i eilmni aii, modern training and selling aids—a complete kit of work- 
Describes “Legal Reserve” ing facts about the ing tools. Large enough to command prestige it is small 

Apropos of the recent discussion in Fidelity. enough to maintain the common touch. 


Tue Nationa, Unperwriter of the de- 
scription or explanation of the life com- 


panies’ legal reserve in setting forth the | | It has been faithfully serving insurers since 1878 and 








annual statements, Kansas City Life is 

aang & ee Se ae ee has more than $382,000,000 of insurance in force. Its annual 

description of the term, it being “The 

amount of future policy payments for report as of December 31, 1941, shows income of $24,460,- 
217, and assets of $142,252,360 with liabilities of $135,372,- 
798, and contingency and surplus funds of $6,879,561. It 


which the company has already re- 
ceived its money.” 
does not insure foreign risks or invest in foreign securities. 


Northwestern Mutual Life in its an- 
nual statement publication characterizes 
the legal reserve item as “Calculated re- 
serve or sinking fund under insurance 
contracts, as certified by the insurance 
department of the state of Wisconsin.” 





Quigley John Hancock Auditor 
William A. Quigley has been elected he IDE L] Y MI TT A | i LIFE 

auditor of John Hancock — Life, 

succeeding Hjalmar Lundberg, retired. 

Mr. Quigley has been assistant auditor INSURANCE COMPANY 

since 1922 and has been with the John 

Hancock 38 years. Following his grad- PHILADELPHIA 

uation from the commerce school of the 

University of Pennsylvania, he started WALTER LEMAR TALBOT, President 

as a bookkeeper and served successively i 


as assistant chief accountant, chief ac- 
countant and assistant cashier. 
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Pattern for Production Panel 
Held in San Francisco 





Practical suggestions for a “pattern 
of production” for life agents in war 
time were given at the sales congress 
in San Francisco attended by more 
than 500 northern California agents. 
J. M. Hamill, assistant general agent 
Equitable Society, San Francisco, was 
general chairman. Present conditions 
were analyzed and explored in talks and 
panel discussions. H. R. Breakenridge, 
general agent Equitable Life of Iowa, 
Oakland, was assistant chairman. 


H. C. Brown, president Oakland- 
East Bay Life Underwriters Associa- 
tion, presided in the morning, when 
there was discussion of the expanding 
women’s market caused by wartime 
conditions. Mrs. Stella Gibbs, manager 
women’s. division California-Western 
States Life, pointed to the increasing 
number of women gainfully employed. 
Even in 1939, she said, 25 out of every 
100 women were gainfully employed, 
with a total of 11,000,000 and a com- 
bined earning amounting to one-fifth of 
the nation’s annual payroll. In 1939, 
81,000 filed separate tax returns with 
average income of $5,587. She said 85 
percent of the buying power is con- 
trolled by women. These figures will 
be increased because women are assum- 
ing greater responsibilities as bread- 
winners. 


Tips on Selling Women 


Don’t be too abrupt in selling 
women, she warned. They like a de- 
gree of formality. Establish prestige 
before calling, for women are plagued 
by house-to-house agents. Don’t try 
to close too soon. Don’t go on the de- 
fensive at the first objection. Don’t be 
discouraged because of a woman’s nar- 
row spending margin. She will make 
sacrifices for anything she wants to 
buy. 

“Meet her objections with the same 
frankness and tolerance you would meet 
those of a man prospect and use the 
same answers to those objections you 
would use in any case,” Mrs. Gibbs ad- 
vised. “Don’t talk down to her. Be- 
ware of letting yourself get into a frame 
of mind where you are patiently and 
exasperatingly explaining things to the 
‘little woman.’ Don’t use flattery. Be 
as honest and_ straightforward with 
your woman prospect as you would be 
with any business man you were try- 
ing to sell.” 


E. C. Sparver, general agent New 
England Mutual, Oakland, said it was 
necessary for agents to have their knowl- 
edge in order and in tune with present 
times. Methods are due for close scrut- 
iny. Prospects are confused and it is 
up to the agents to assist them in a 
simple straight forward manner 

S. W. Coombs, Equitable Life, Oak- 
land, was chairman of a panel on 
“Business Insurance and Its New Im- 
portance in the Present Era.” Partici- 
pating were: E. E, Raymond, J. W. 
Baird, George Mortensen, and Ben 
Sellinger, all of Equitable Life in San 
Francisco and Oakland. Mr. Raymond 
discussed business insurance prospect- 
ing; Mr. Baird, the key man risk; Mr. 
Mortensen, the stock purchase agree- 
ment procedure and Mr. Sellinger sole 
ownership development. 

The value of good neighbor relation- 
ships and hemispheric solidarity was 
stressed by Raoul Mogana, attorney for 
the consul general’s office for Mexico 
at San Francisco. 

General agents and managers were 
hosts to their representatives from the 
northern California territory at a lunch- 
eon. Special guests included J. A. 
Witherspoon, president National Asso- 
ciation of Life Underwriters; H. A. 
Hedges, national secretary; Grant Tag- 
gart, vice-president; Commissioner 
Sullivan of Washington; F. V. Keesl- 
ing, president, and H. J. Stewart, vice- 


president, West Coast Life, and R. H. 
Denny, director of agencies State 
Mutual. 

The afternoon session, presided over 
by G. F. McKenna, president San Fran- 
cisco association, opened with an ad- 
dress on the part life men and women 
can play in wartime activities by W. V. 
Regan, Jr., deputy administrator of the 
Treasury’s defense savings staff in 
northern California. Agents in north- 
ern California have placed the payroll 
allotment plan in 914 firms employing 
405,809 persons, pledges totaling more 
than $2,000,000 a month, F. J. Van 
Stralen, Massachusetts Mutual, defense 
bond sale chairman, reported. 

“Preparedness — Our Responsibility” 
was discussed by C. E. Morrow, North- 
western Mutual, Eureka. 

H. E. Anderson, New York Life, 
chairman San Francisco Quarter Mil- 
lion Round Table, presided in a panel 
discussion of “Today’s Dominant Mar- 
ket.’ L. M. White, Northwestern Mu- 
tual, discussed the labor market, show- 
ing the shift of income to laboring 
classes; Mr. Wiley outlined methods of 
prospecting in the labor market. So- 
cial security was discussed by Roger 
Coffee, New York Life, and Gordon 
Coryell, Mutual Life of New York, dis- 
cussed mortgage coverage. H. N. 
Lyon, former chaifman Quarter Million 
Round Table, and former leading pro- 
ducer of the San Francisco agency of 
Fidelity Mutual Life, appeared in a ma- 
rine captain’s uniform and discussed a 
retirement safeguard as a part of the 
job of selling in the labor market. 

Mr. Hedges, Kansas City, told of the 
job the National association is doing 
for the organized life agents. This also 
was stressed by Grant Taggart. Presi- 
dent Witherspoon discussed “The Na- 
tional Perspective on the Life Insur- 
ance Picture,” elaborating on the work 
of the National association. Agents 
must lift themselves by their bootstraps, 
he said, and take an active interest in 
and work for higher qualification stand- 
ards. 

Tuesday Messrs. Witherspoon, 
Hedges and Taggart spoke at an all- 
day conference in Oakland with offi- 
cers from the seven local associations 
in northern California. These associa- 
tions also cooperated in the sales con- 
gress, in addition to the San Francisco 
and Oakland-East Bay groups. 





Great-West Life Top 
Producers for 1941 



































Cc. C. Lindsey 


Louis White 


Louis White, leading producer of 
Great-West Life the past year, is the 
1942 president of the Honor Production 
Club. This is the 25th consecutive year 
that Mr. White has attained membership 
in the club. It is his fifth term as presi- 
dent. He is located in Toronto. 

C. C. Lindsey of Centralia, Ill., led 
the United States representatives in pro- 
duction for the second consecutive year. 
He has been among the production lead- 
ers since joining the company in 1936 
and again becomes vice-president of the 
United States Central Region of the 
club. 








This innocent little child may perhaps be- 
come one day a foremost citizen, famous in 
her own right. 


But as Euripedes warned, “only time can 
reveal all things to posterity”. 


The important thing now is so to protect 
this tiny girl that she will have full oppor- 
tunity to reach womanhood properly 
equipped for the responsibilities that lie 
ahead. 


Her daddy’s life insurance has an important 
place in the plans made for her. 








Ged) rudlential 
Insurance ¥ Company of America 


Home Office, NEWARK, N. J. 
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Home Life, N. Y., Cashier Is 
Wounded in Java 


Lieut. Eddie Mack Morgan has be- 
come the first casualty of the war 


among the person- 


nel of Home Life 
of New York. 
Word was received 
that Lieut. Mor- 
gan, who hails 
f rom __ Jackson, 
Miss., was com- 


mended for gallan- 
try in air action 
over Java. He was 
wounded and will 
he hospitalized for 
at least three 
months. It was re- 
ported he was 
moved to the in- 
terior from Batavia. 

Lieut. Morgan was assistant cashier 
in the Jackson agency of Home Life. 
He volunteered for service 18 months 
ago in the army air corps and is a 
bombardier. His relatives were noti- 
fied that he safely landed a large plane, 
although wounded, after the pilot was 
seriously injured. A member of the 
crew was killed. 

He is a graduate of University of 
Mississippi, where he was a_ cheer 
leader and member of the track team. 





Lt. E. 


M. Morgan 


Experience on Annuities, 
Disability, Double Indemnity 





(CONTINUED FROM PAGE 4) 


Seven companies increased _ their 
double indemnity reserves in the same 
way: 

Equitable Society ............ $ 699,710 


MGUURTURA RS INN oii: se Soin ce 26,895 
ETO) 6,041 
BUMRE INO Neo o dso arsvnang wee 675,736 
New York Life.............. 1,000,000 
ee Et) 143,870 
Security Mutual ............. 10,128 
MULAN icin dines pceie c-dvsracsiw alec $2,562,380 
POtal Tor AAO... o.s cccesess 1,406,656 
Total FOF 1989 o.oo csc oace cs os B,A62IG69 


The huge and growing volume of pro- 
ceeds held under settlement options 
reached $1,686,492,769 by the end of 1941 
as against $1,455,977,423 a vear earlier. 


Siegels Lose 
Damage Suit 





(CONTINUED FROM PAGE 5) 

The $500 check, it was shown, was 
endorscd not enly with the policyhold- 
er’s name but with the signature of Sie- 
gel’s brother-in-law’s partner who had 
cashed the check in Easton, Pa., on 
Saturday, Nov. 7, 1932. Metropolitan 
then showed that on the following 
Monday there were deposited in Sie- 
cel’s account in the Queensboro Sav- 
ings Bank of Jamaica, N. Y., two 
money orders for $100 each and one 
for $48.76 and that under postal regu- 
lations of that date the fee for issuing 
these three money orders would have 
been $1.24. This was offered as evidence 
that the total of these amounts—$250— 


represented Siegel’s half of the $500 
check, 
Siegel’s explanation on the witness 


stand was that the two-check arrange- 
ment was due to the policyholder’s not 
wanting his wife to know the full 
amount of the surrender value and that 
hence Siegel had cashed the check and 
given $500 in cash to the policyholder. 
It was pointed out to Siegel on cross- 
examination that if the policyholder had 
wanted to conceal the $500 from his 
wife it would have been a simple matter 
for him to have gone to the cashier’s 
window at the Mutual Life home office 
and got the cash himself. Siegel ad- 
mitted this was true. Siegel did not call 
a handwriting expert or offer any evi- 


dence other than his own testimony that 
the signature on the $500 check was 
actually the policyholder’s. 

Townley, Updike & Carter, New York 
City law firm, who have handled many 
libel defenses, represented Metropolitan. 





Industrial Conference Change 


President H. T. Dobbs of the Indus- 
trial Insurers Conference has announced 
that the annual meeting of the confer- 
ence has been shifted from New Orleans 
to Atlanta, with May 7-8 as the conven- 
tion dates. The Atlanta Biltmore Hotel 
will be convention headquarters. Matters 
of vital importance will make the pro- 
gram the most constructive in years. 

On the birthday of Wilmer M. Ham- 
mond, Los Angeles general agent of 
Aetna Life, the agency force tendered 
him an agency breakfast, which was 
featured by a: birthday cake, flowers, and 
congratulatory letters and _ telegrams. 
He also was presented 40 “apps,” the 
result of a one-day drive. Paul R. 
Green, general agent in Seattle, who 
formerly was associate general agent 
with Mr. Hammond, was the speaker. 





Roy B. Hooper of Lawton, Okla., who 
led all Mid-Continent Life agents in pro- 
duction for 1941, has been installed as 


Agent's Value in War 
Effort Stressed in Contest 


To celebrate its 58th anniversary 
March 19, Franklin Life has inaugurated 
a “Forward in March” drive which 
stresses the fact that life insurance is 
defense. The company has abandoned 
its custom of giving merchandise prizes 
for the contest, and instead is offering 
defense stamps. The theme is illustrated 
with a picture of a Franklin agent and 
a soldier marching shoulder to shoulder, 
and the contest was introduced to agents 
as follows: 

“All right. You don’t shoulder a gun. 
You can’t fly a bomber. You're not 
crunching through jungles in 20 ton 
tanks. You're not fighting with Mac- 
Arthur’s Magnificents in Bataan. 

“But as sure as you're alive—if you 
give an honest day’s effort every day 
during March, to the job of protecting 
wives and children, paying off the mort- 
gage, cheering old age, educating Amer- 
ican kids—you are doing your share, and 
doing it nobly. More than any other in- 
dividual outside the military forces or the 
armament plants, you are helping to win 
the war.” 


president of the $100,000 Club. He has 
been with the company less than a year. 


Conn. Mutual Statement 


Booklet Is Dramatized 


The new annual statement booklet of 
Connecticut Mutual Life entitled “Some 
Facts—About Your Company’s 1941 
Operations,” is profusely illustrated with 
charts and graphs, the aim being to 
bring the report to the policyholders in 
simple and interesting manner. 

Highlights from the complete report 
of President James Lee Loomis to the 
policyholders appear throughout, There 
is a discussion of how life insurance con- 
tributes to defense, A substantial portion 
of premium, it is pointed out, is invested 
in government bonds and in securities 
of basic industries. It points out that 
this flow of dollars into long term in- 
vestments reduces the heavy demand for 
temporary consumer goods. Also in- 
cluded is a breakdown of the claim 
payments in 1941 and illustrated descrip- 
tions of the income and disbursements 
on a per dollar basis. There is an in- 
teresting discussion of the vital factors 
that assure the safety of the funds. 

The booklet contains a description of 
the continuous process of educating and 
training agents. It is pointed out that 
the company holds periodic schools for 
the benefits of its agents, supervisors 
and general agents. 





























(From the Annual Report Submitted to the Iowa Insurance Department) 
ASSETS LIABILITIES 
° 
/o 
: Mean Reserve............. $10,926,198.27 
57.6 First Mortgage Loans............ $ 8,118,222.42 at Ee sw ides 
On farm property, $1,458,023.00; and payments is sufficient to mature all out- 
on city property, $6,660,199.42. standing policies according to the Ameri- 
can Experience Table of Mortality. 
23.9 Bonds 3,366,756.88 Advance Premium and Interest Payments 392,948.46 
aE ene ee ee ee ame re r . Many policyholders pay their premiums 
and interest in advance to avoid the pos- 
po I EIN Soo o5es oes clpaas es eens 115,153.24 sibility of overlooking them at the due 
date. 
Hic 2 Office Bldg., $66,600.00; Other e 
Real. Estate, $48,583.24, is Rouarwve tor Clams. os cc ce nee ees 249,074.37 
This amount is set aside to —_ n- 
> of death and disability claims le 
2.3 Real Estate Sold Under Contract. 322,125.46  conbaean Gee ae ae ‘arene 
of claims for which complete proofs have 
been received. 
: INN 5 ss nixewrsncseves 199,054.51 — 
7 pena “ak to exceed the re- ne Dividend Accumsbations . .. ‘Gombany: by 516,198.58 
serve to the credit of the Policy. colic vuahinig go i nigan pany x4 
Dividends Due and Unpaid............. 24,960.00 
1.0 Interest Due and Accrued........ 144,862.74 i ac Tees ‘pussebukden 
On mortgages, bonds, policy loans, have not designated choice of option, 
oe WMiggallanoona) <5 tise Sines ec satis 54,476.46 
Expenses due and accrued....$ 6,932.97 
2.9 Cash in Banks and Office........ 411,223.57 Estimated Taxes for 1942...... 45,000.00 
Unallocated Funds .........+.. 2,543.49 
: Dividends Apportioned, Payable in 1942 475,000.00 
3.0 Premiums Due and Deferred..... 415,156.13 Those a tet Agr tee Be ERA Gane 
Premiums past due and unpaid part versary dates of the policies during the 
of 1941 annual premiums made on coming year. 
a ee tonratpe crc ie s Reserve for Contingencies.............. 150,000.00 
been made, To provide for possible excess death 
claims, investment losses and other con- 
tingencies. 
Unassigned ‘Surplus: ...4. 2 .h coh. 1,303,698.81 
100.0 Total Admitted Assets........... $14,092,554.95 To Balance Wasets...... © os ei cccacss .. .$14,092,554.95 
—_— - eens ———- —- The following figures show the 
Dividends percentage of actual death claims 
Decem- Insurance ; Benefits of ur paid, to the expected claims, on the 
Bae ‘ss Admitted Paid Since Returned em tl esi E ai 
sist cee Assets ducusianiinn 0 one Table of Mortality, ie ts dak Ove 
wha ; : ; { s rganization once : y, D 
1928 $18,466,955 $ 1,730,173 $3,112,283 $ 139,565 Bee eee ee 
1930 30,093,652 2,863,994 3,365,928 279,807 =a, Fett e eee eens by etd 
C6 +R SPOS OOS ROSES S . (a 
1932 33,305,658 4,193,483 3,619,560 471,759 19 eg ara aie nae 25.23% 
1934 37,892,867 5,339,327 3,904,252 688,031 
1936 49,117,387 6,973,202 4,318,125 930,441 INTEREST EARNINGS 
1937 55,325,207 7,964,456 4,533,932 1,204,909 ; Esa _ ions sree rw Be 
nterest e ngs on our investments 
1938 57,865,661 9,244,174 4,761,010 1,461,387 for the past p-lrl period: 
1939 63,619,349 10,630,361 4,997,802 1,778,592 pa sree eeeeeeeeeeeece 4 ret 
FOO ser et eee e eee eeseee . ‘oO 
1940 69,670,020 12,263,493 5,256,461 2,146,445 sae E iiss Awialysayitalasetorsiateree +1% 
1941 77,673,650 14,092,555 5,566,189 2,562,235 BODE shite cone 13964 
LUTHERAN MUTUAL LIFE INSURANCE CoO. 
Waverly, Iowa 
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Proposals Hit 
Life Insurance 


(CONTINUED FROM PAGE 3) 





against companies using a low rate and 
which injects to an undesirable extent 
considerations of tax consequences into 
the determination of the rate to be used. 
Today, most insurance is written on a 3% 
per cent or 3 per cent basis. As the sug- 
gested formula when applied to the re- 
serves under such rates produces an ap- 
proximate equality in the allowable re- 
serve earnings deduction, discrimination 
is thereby avoided, 


Restricted to Life 


“Finally, the restriction of the tax base 
for life insurance to investment income 
would be confined to the actual life in- 
surance business of a company. A life 
insurance company also doing a health 
and accident business on a cancellable 
basis would be taxed as are casualty in- 
surance companies on that portion of its 
business.” 

The treasury expert also recomm- 
ended that the life insurance provision 
of the estate tax section of the law 
should be amended to state explicitly the 
criteria of taxability with respect to life 
insurance, suggesting the insurance 
proceeds be taxed as part of the de- 
cedent’s estate if he has either paid the 
premiums on the policy or possessed at 
death incidents of ownership in the 
policy. 

To prevent tax avoidance on pension 
trusts, the treasury suggests that a trust 
should be required to meet the following 
standards in order to be tax exempt: 

(1) The right of the employe to his 
portion of the employer’s contribution 
to the trust and to its earnings as well 
as to his own contribution should be 
fully vested. 

(2) The trust should cover either 
(a) 70 per cent or more of all employes, 
excluding employes who have been em- 
ployed for less than a minimum period 
not exceeding five years and casual part 
time and seasonal employes, or (b) such 
employes as qualify under a classifica- 
tion set up by the employer and found 
by the commissioner not to be based 
upon any favoritism for employes who 
are officers, shareholders, supervising 
employes, or highly compensated em- 
ployes. 

(3) The systems of contributions 
and benefits under the trust should not 
discriminate in favor of officers, share- 
holders, supervising employes or highly 
compensated employes, and 

(4) If the pension benefits of an em- 
ploye in such a tax exempt trust exceed, 
let us say $7,500 a year, such employe 
should include in income currently his 
pro-rata share of the employer’s contri- 
bution to the trust and of the earnings 
of the trust. 

Life insurance people are particularly 
interested in the estate tax exemption. 
At present there is a specific exemption 
of $40,000 and a life insurance exclu- 
sion of $40,000. Under the Morgen- 
thau proposal these two exemptions 
would be telescoped and there would be 
allowed a single specific exemption of 
$60,000. Offhand the effect of this pro- 
posal, if enacted. would appear to be 
disadvantageous insofar as life insur- 
ance sales appeal is concerned. It 
would appear that those with an es- 
tate of $60,000 already, for instance, 
could then be offered no tax exemption 
in the purchase of life insurance unless 
the beneficiary paid the premium and 
the assured gave up all incidents of 
ownership. Under the present scheme 
there is, in fact, a total of $80,000 ex- 
emption from tax of life insurance pro- 
ceeds if the assured leaves no other es- 
tate because the excess of $40,000 in life 
insurance proceeds would fall into the 
general estate exemption. If the spe- 
cific exemption of life insurance were 
removed, then life insurance would lose 
a very important exclusive character. 

From a sales standpoint the most 
obvious effect of the Treasury tax pro- 


Agents “Break Records” in 
Honor of Frank Barnes 








FRANK L. BARNES 


Frank L. Barnes, agency director of 
Ohio State Life, was the beneficiary of a 
real record month which was concluded 
March 2, due to celebration of his 10th 
anniversary with the company by a sales 
drive. Each application was forwarded 
with a phonograph record label signed 
by the agent, and every label was glued 
to a real record before being presented 
to Mr. Barnes. The presentation took 
place at the home office Monday. 


posals is that big boosts in estate taxes 
would make it even more essential for 
persons with general estates of any size 
to provide liquid funds to meet estate 
tax payments and life insurance is the 
best way of making this provision. The 
changed situation should open up the 
way for life agents to discuss estate 
taxes and sell more life insurance. 

The proposal to cut the gift tax ex- 
emption from $40,000 to $30,000 and 
cut the annual gift tax exemption from 
$4,000 for each recipient to $5,000 for 
each donor will cut sharply into a type 
of sale that has been increasingly popu- 
lar in the last few years. Many well-to- 
do men have bought policies for each 
of their children, the annual premium 
running about $4,000 per policy. 

A man who has bought policies for 
each of his three children would be 
$7,000 a year over his gift tax exemp- 
tion, if the Treasury proposal goes 
through ,and he would be taxed at a 
considerably higher rate than the pres- 
ent one. 


Barr and Fieker Appointed 


in Illinois Department 


Roy C. Barr, Bloomington, IIl., was 
appointed special deputy in the policy 
examination branch of the Illinois de- 
partment, and Fred C. Fieker, Carlin- 
ville, becomes assistant supervisor of 
assessment life companies and_ burial 
associations. 

Mr, Barr attended law school at IlIli- 
nois Wesleyan University and for 17 
years was agent at Bloomington for Na- 
tional Life of Vermont. He has been 
active in the Bloomington Association 
of Life Underwriters, of which he has 
been secretary, treasurer and _ vice- 
president. He also has been on_ the 
board of the Bloomington-Normal Sani- 
tary District and Board of Election 
Commissioners of McLean county. 

Mr. Fieker for 20 years was agent in 
Carlinville for the Northwestern Mutual 
Life and has been district agent since 
1928. Prior to entering insurance he was 
a school teacher. He is past president 
of Carlinville Rotary Club and was its 
secretary for 14 years. 








ProvipeEnt MuTvuAL 
IN A WORLD AT WAR 


TODAY, business institutions are no longer judged solely 
by the old standards of gains and losses. Instead, they are 
judged largely by what they are doing in the world struggle 


to preserve human freedom. 


During the first World War, during the inflationary 
period of the twenties, and during the depression of the 
thirties, life insurance exerted a powerful influence in stabil- 
izing the national economy and providing security for the 
individual. It is playing an equally vital role today. 

By providing economic security for the American home, 
it makes an outstanding contribution to American Morale. 
With more than one billion dollars of life insurance in 
force, PROVIDENT MUTUAL makes it possible for many 
thousands of men and women throughout the land to do 
their work more efficiently—confident of the future. 

Another vital contribution is that many people, who 
otherwise might be dependent, are regularly receiving life 
insurance checks. During 1941 Provident Mutual paid 
policy owners and beneficiaries more than twenty-six 


million dollars. 


LIFE INSURANCE DOLLARS ARE BUSY DOLLARS 


Life insurance dollars are not idle—they are continu- 
ously being plowed back into essential American industries 
and efforts. Of Provident Mutual's four hundred million 
dollars of resources, nearly 20% are invested directly in 
United States Government securities; 43% in bonds and 
stocks of the country’s basic industries; and 22% in real 


estate and mortgages. 


There are many ways in which you can help America in 
these trying times. One is to see that, so far as possible, your 
own family has ample security against emergency. Life 
insurance enables you not only to accomplish this objective 
but also to perform your necessary duties with a freer, 


surer mind. 


M. ALBERT LINTON, President 


77th Aunual Statement 


ASSETS 

U. $. Government securities . $ 77,879,713.00 
Other bonds . 177,044,593.00 
Mortgages on real estate . 62,321,465.13 
ers ck a a 4,656,625.00 
Loans on policies 33,545,956.89 
Real estate . 27 473,578.42 
a 7,661,273.28 
Accrued interest . 3,696,316.23 
Overdue interest 504,119.47 
Deferred and uncollected 

net premiums, etc. . . 5,409,515.10 
Total assets . $400,193,155.52 


LIABILITIES 


Reserves for policies and 
supplementary contracts . $360,732,140.40 


Dividends left with company = 7,363,048.93 
Dividends set aside for dis- 

tribution in 1942 4,714,000.00 
Premiums paid in advance .  3,488,451.23 
Policy claims 837,418.51 
Estimated taxes accrued, 

payable in 1942 . 639,734.00 
Miscellaneous liabilities . 394,745.72 


Total of foregoing liabilities $378,169,538.79 
Contingency reserves 22,023,616.73 
Total of liabilities and =©§=<———— 

contingency reserves . $400,193,155.52 


PROVIDENT MUTUAL 


LIFE INSURANCE COMPANY OF PHILADELPHIA, PENNA. 
Founded 1865 
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EDITORIAL 


COMMENT 


used to put off an insurance agent, when 
the bonds are not being bought. But 


when the excuse is honest the insurance 
agent has an honest and proper answer. 








Do Leaders Lead to Profits? 


VAST SUMS in wages are being paid out 
weekly all parts of the 
Life insurance agents have got 
to rearrange their ideas about prospect- 
ing. They will only do that under the 
inspiration of their leaders. The leaders, 
meaning general agents and the agency 
men of the various companies, should 
bestir themselves and learn where the 
money is going. 

Agents, and the general agents who 
supervise them, have rather settled no- 
tions on how to get business. They 
have been soliciting certain classes for 
years. These classes to a large extent 
are frightened by the war and the dis- 
ruption or threatened disruption of their 
business by priorities, the threat of taxes 
and the need for purchasing defense 
bonds. 


in practically 
country. 


Experience is demonstrating that 
it is harder now to sell life insurance 
to certain classes than it was a year or 


two ago, even though they actually are 
making bigger profits and have more 
money at their disposal than any other 
time in the past decade. 

Yet the national income is rising like 
a flooded stream. Many of the outlets 
for the spending of this income have 
been cut off. The amount of money 
available is almost incredible. Admitting 
that workmen on the hourly basis are 
not good prospects for life insurance in 
proportion to their present incomes, it 
remains a fact that tens and hundreds 
of thousands of salaried employes, men 
and women, small proprietors, salesmen 
in certain lines, etc., now have good 
incomes and are better prospects. They 
are the type who need moderate lines of 
insurance and they can now afford to 
buy. The job of life insurance leaders 
is to search out where the money is 
going and point out the prospects to 
their men. 


Conference Plan Endangered 


COMMISSIONER SuLLtivAN of Washing- 
ton in a recent address stated that it 
was unfortunate that the life companies 
did not get together and formulate a 
uniform war clause. He called attention 
to the various kinds that had been pre- 
sented to the departments for approval. 
He declared that the lack of uniformity 
caused considerable confusion in the 
minds of the public and to some extent 
competitive angles had developed as a 
result. 

In World War No. 1, one company 
was pitted against another on account 
of the war clauses and probably during 
the present war this should have been 
avoided. 

However, during the T.N.E.C. inves- 
tigation every effort was made to ascer- 
tain whether the companies acted in 


unison on such questions as annuity 
rates and other provisions which call 
for uniformity in order to protect pol- 
icyholders. Companies, therefore, be- 
came very suspicious and more or less 
went their own way on subjects that 
should have been decided in conference. 
We say that the life companies in many 
ways should act together because the 
policyholders should be protected and 
be saved from the ravages of competi- 
tion or waste. Even now the compa- 
nies are afraid to meet together in con- 
ference on any particular subject fearing 
that the federal government might insti- 
tute an investigation. It is an unfortu- 
nate situation that was projected into 
T.N.E.C. investigations. An effort was 
made evidently to show that a con- 
spiracy existed. 


Apologies Are Unnecessary 


Many agents and some companies 
seem to feel it necessary to apologize 
for selling life insurance in these times. 
As a matter of fact, a man’s duty to his 
family comes first. One who leaves his 
family to be cared for by public author- 
ities is not helping defense. He is clut- 
tering it up. 

There are tens or hundreds of thou- 
sands of men who now for the first time 
in years are able to make decent provi- 
sion for their families. A few thousand 
dollars of life insurance, to keep the 
family from burdening the charities or 


other relief agencies; are as patriotic as 
if the premiums had been put into de- 
fense bonds. 

It may be that life insurance beyond 
a certain amount would be an improper 
diversion of money that should be in- 
vested for defense. However, the vast 
bulk of the population is in no danger 
of overstepping in that regard. Far too 
many are recklessly risking the welfare 
of their children by neglecting to buy 
insurance, but probably they are not 
buying defense bonds either. The duty 
of buying defense bonds is sometimes 





PERSONAL SIDE OF THE BUSINESS 





Mr. and Mrs. C. W. Hobbs of Bronx- 
ville, N. Y., have issued invitations to 
the marriage of their daughter, Dorothy 
Potter, to C. F. DeLong, Jr., the evening 
of March 14 at the Reformed Church in 
that New York suburb. The reception 
will immediately follow the ceremony 
at the Bronxville Woman’s Club. Mr. 
Hobbs is former Massachusetts insur- 
ance commissioner and is special repre- 
sentative of the National Association of 
Insurance Commissioners on the Na- 
tional Council on Compensation Insur- 
ance in New York City. 

Miss Hobbs attended Skidmore Col- 
lege. Mr. DeLong was graduated from 
Pace Institute, became a certified pub- 
lic accountant ‘and is now with the Fed- 
eral Bureau of Investigation. 


Paul H. Conway, general agent of 
John Hancock Mutual in Syracuse, is 
district chairman of the New York Up- 
state defense savings organization which 
met in Syracuse last week. 

Honoring Guy L. Goldstandt’s 3 
years of service with Equitable Society, 
state officials gave a luncheon in Dallas. 
Among the guests were 30 of his policy- 
holders. He joined Equitable after 
graduating from high school and _ has 
been continuously in the field, outside of 
two years spent with the armed forces 
during World War I. He was located 
in Oklahoma City to 1934 at which time 
he moved to New York, staying there 
until 1937, when he moved to Dallas, 
joining the Lloyd W. Klingman agency. 
He is president of the Park Cities “Lions 
Club in Dallas. 


Earl Schwemm, Chicago manager of 
Great-West Life, went to Florida for a 
vacation and will remain for his com- 
pany’s convention in Miami commencing 
March 11. 


William Bacon of the sales promotion 
department of Occidental Life of Cali- 
fornia at the home office, is having the 
laugh on those who decried his outfit 
as an air raid warden. Every time he 
has been called on duty he has worn a 
tin hat given him by a relative who had 
used it in the first world war. When 
shrapnel began falling in the air raid 
alarm in Los Angeles, they all wanted to 
get under his helmet. 

H. L. Schwenker, vice-president Lin- 
coln Liberty Life, has been named chair- 
man of the insurance committee of the 
Lincoln chamber of commerce, with O. 
D. Trombla, secretary of Standard Re- 
liance, as vice-chairman. 

The staff of the Clayton Mammel 
home office general agency of Farmers 
& Bankers Life in Wichita surprised 
Mr. Mammel at a birthday dinner party. 
He has been general agent 13 years, 

Everett Westbrook, actuary of the 
Indiana insurance department, has been 
confined to his home for a couple of 
weeks by a streptococcic throat infec- 
tion. The time of his return to work 
is still uncertain. 

V. J. Skutt, general counsel of Mutual 
Benefit Health & Accident and vice- 
president of United Benefit Life, has 
been appointed chairman of a city-wide 


registration sponsored by the Omaha- 
Douglas county defense savings com- 
mittee. The committee will undertake 
to determine how many Omaha em- 
ployers have responded to the appeal to 
install payroll defense bond purchase 
plans. 

Jul B. Baumann, Houston, Tex., gen- 
eral agent of Pacific Mutual Life, past 
president of the Texas yvonne ts of 
Life Underwriters and trustee of the Na- 
tional Association of Life Underwriters, 
was honored by his associates at a ban- 
quet. Roy Cox, Aetna Life, president 
ae? association, was toastmaster. 

. P. Horne, Great Southern Life, presi- 
abe of the ‘Houston General Agents & 
Managers Association, presented Mr, 
Baumann to the group, and Mr. Bau- 
mann gave a response. 

In observance of his 25 years of serv- 
ice with Central Life of Des Moines, 
Dr. M. I. Olsen, vice-president and med- 
ical director, was honored by the home 
office staff with a special ceremony. He 
was presented a pair of solid silver can- 
delabra by President E. H. Mulock. The 
field force is now engaged in a campaign 
in honor of Dr. Olsen. 

F. J. O’Brien, director of sales pro- 
motion Franklin Life, has been selected 
as chairman of the publicity committee 
for the Blood Donor Service of the 
Springfield Chapter of the Red Cross, 
in charge of the central Illinois effort. 


DEATHS 


J. O. Diffenderfer, former chief comp- 
troller of the Pennsylvania department, 
who lately has been a traveling auditor 
for the ordnance division of the war 
department, was killed in an automobile 
accident near Harrisburg, Pa. 

Horace C. Donnels, 70, for 39 years 
cashier and resident supervisor of Equit- 
able Society, located in San Francisco, 
died there. Mr. Donnels, a native of 
California, was at one time a traveling 
auditor and spent two years in Japan 
after he had established a branch office 
there. He had been retired for two 
years, 

W. E. Underwood, 81, veteran insur- 
ance publisher and editor who was at 
one time editor of the “American 
Agency Bulletin” of the National Asso- 
ciation of Insurance Agents, died at his 
home in Hasbrouck Heights, N. J. In 
recent years he had been editor of a 
publication known as “Insurance,” 
which was directed particularly at 
women readers. He was born in New 
Orleans and entered the insurance busi- 
ness with an agency in Colorado. He 
engaged in fire insurance rating work 
for some time in Denver, St. Joseph, 
Mo., Mobile, Ala., and Joliet, Ill. 

Then he became connected with the 
“Insurance Vindicator’ of New Or- 
leans. Later he became executive spe- 
cial agent of the New Orleans general 
agency of Mutual Life. Then he be- 
came the owner of the “Insurance Ra- 
diator” of Dallas. Later he returned to 
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STRAMATY 








“Here is your check on your accident insurance, Mr. Mertens. Mrs. Mertens, please 


try to control your temper.” 








New Orleans and in 1902 went to New 
York and bought an interest in a paper 
called “Assurance.” In 1906 he bought 
a paper called “Insurance Critic.’ In 
1920 he became editor of the “American 
Agency Bulletin” and was discharged a 
few years later because he refused to 
write some opinions that the directors 
desired to have expressed. He was in- 
surance editor of the old New York 
“Commercial” for a short time and in 
1931 he and Miss Alice Lakey became 
associated in the publication of “Insur- 
ance.” 

J. D. Van Scoten, vice-president and 
director of agencies for Standard Life 
of Pittsburgh, died Tuesday at the home 
of his daughter, Mrs. Edward I. Bates 
at Meadville, Pa. 

He was born in Blairstown, N. J., 
March 5, 1871. He had been identifiec 
with Standard Life 21 years and before 
that was agency director of Midland 
Mutual Life. Funeral services were held 
in Meadville. 

John H. Dunn, a retired manager of 
Metropolitan Life, died March 2 in 
Miami, Fla. When he retired five years 
ago he was a manager in Philadelphia. 
Recently he has made his home in 
Binghamton, N. Y 

James Dean, 67, a director of New 
England Mutual Life, died at his home 
in Brookline, Mass. He was a former 
president of the Boston Stock Exchange, 
chairman of the board of the Boston 
Safe Deposit & Trust Co., and treasurer 
of Wellesley College for 17 years. 





IN U. S. WAR SERVICE 


R. Turner Arrington, Jr., manager of 
the actuarial department of Life of Vir- 
ginia, now with the army on leave, who 
had been with a coast artillery outfit at 
Fort Story near Virginia Beach for a 
year and a half with the rank of lieuten- 
ant-colonel, has been transferred to Key 
West, Fla. It is understood that he has 
been promoted to colonel. 

Robert Ranney of the K. M. Snyder 
agency of Northwestern Mutual Life in 
Omaha, is in the army with the 90th 
Infantry Training Battalion at Camp 
Roberts, Cal. 

Two members of the Worcester, 
Mass., branch of New York Life have 
been called into military service. They 





are Elmer Bergman of Worcester, and 
Sergio Bartoli of Southbridge, Mass. 

Nat H. Rambo, district manager of 
Reliance Life, Tampa, Fla., who recently 
received the Junior Chamber of Com- 
merce Citation for 1941, has joined the 
army for the duration. 

J. E. Goroshow, for eight years with 
the Wisconsin state agency of Kansas 
City Life in Milwaukee until he entered 
army service, has been promoted from 
adjutant to captain in the Chicago ord- 
nance office. 

B. A. Wiedermann, San Antonio man- 
ager of Union Central Life, has received 
word that his son, Sidney H. Wieder- 
mann, formerly a personal producer in 
the San Antonio agency, has been pro- 
moted from lieutenant to captain in 
Combat Command “A,” First Armored 
Division, Fort Knox, Ky. His second 
son, Lieut. Jean G. Wiedermann, is in 
the medical corps at Fort Robinson, 
Little Rock, Ark. 

Joe D. Kniffen of the Sam C. Pearson 
agency of Northwestern Mutual Life, 
Kansas City, formerly in the naval re- 
serves, has entered the service as a lieu- 
tenant. He is the fourth to enter service 
from this agency in a few months. Sam 
C. Pearson, Jr., son of the general agent, 
second lieutenant of artillery reserves, 
was called to service in January. John 
Foster, second lieutenant reserves, went 
to replacement training a few weeks ago. 
Frank Grogan, lieutenant quartermaster’s 
department reserves, entered the service 
last June. 

George N. Quigley, Jr., Los Angeles 
manager of Manufacturers Life, who 
has been in active service with the navy 
for several months, has been promoted 
from ensign to lieutenant, junior grade. 





Okla. Tax Applies to Full Year 


The Oklahoma attorney-general has 
now given an opinion that the 4 percent 
premium tax is applicable to the entire 
year of 1941 and not merely from April 
until the end of the year. There has been 
some indication that some of the life in- 
surance companies would bring a court 
action in an endeavor to have the tax 
apply only from the date that the in- 
crease was enacted by the legislature. 





Five copies of “Problems of the Smaller 
Estate” by Attorney G. B. Rogers cost $1. 
Order from National Underwriter. 

















A REAL, NEEDED 
SERVICE FOR EVERY 
UNION CENTRAL PROSPECT! 


Here’s an example of how Union Central’s 
Home Office plans its sales aids to dovetail 
100% with the agent’s personal selling. This 
complete, up-to-the-minute booklet on 














preparing your 1942 income tax return is 
being used effectively right now by Union 


U. C. agents appreciate 






Central men. 
the planning that puts such “door- 
openers” into their hands just 
at the right time. 
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NEWS OF THE COMPANIES — 





Canada Life 
in Strong Showing 


Canada Life purchased $24,200,000 of 
government bonds during 1941. This 
is greater than the entire renewal pre- 
mium income for the year. 

New paid-for life insurance showed an 
increase of 23 percent over 1940. An- 
nuity business also was increased. 

Life insurance in force amounted to 
$815,470,716, an increase of almost $10,- 
000,000. 

The lapse record was at the lowest 
level in 17 years. 


Policy Payments $23,000,000 


Payments to policyholders and bene- 
ficiaries amounted to $22,956,250. Since 
1847, the Canada Life has paid policy- 
holders and beneficiaries, or has accumu- 
lated on their behalf, more than $777,- 
000,000. 

Mortality experience again was fa- 
vorabie. In the last 10 years only twice 
has the percentage of actual mortality 
to the expected been lower than last 
year. 

Experience in Great Britain continues 
to be more favorable than in the United 
States, or in fact on all business out- 
side the British Isles, even though the 
largest proportion of war claims comes 
from Great Britain. 

Surplus has again been increased. The 
gross rate of interest earned was 4.46 
percent and the net rate 3.94 percent. 
Observations of Mitchell 

“We believe that a life insurance com- 
pany cannot stand on the sidelines in 
this supreme struggle,” A. N. Mitchell, 
president of Canada Life, declared at 
the annual meeting. 

“In time of war, life insurance col- 
lects funds from the citizens to protect 
the nation’s future and morale, but at 
the same time furnishes those funds to 
that nation’s government to finance its 
efforts. 

“In fulfilling these functions it helps 
to prevent that inflation which hovers 
on the horizon as a threatening destruc- 
tive storm in all such times as_ the 
present, It is one of the most certain 
factors in helping to prevent this ugly 
creature from exerting its undermining 
forces. 

Build a Sound Morale 

“So long as the life insurance institu- 
tions continue to recognize their duty 
to support their government in time of 
war and to foster ordinary national de- 
velopments in time of peace, and so long 
as by so doing these institutions build 
continuously a sound morale in the peo- 
ple, they merit careful government con- 
sideration in any legislation which may 
affect them. 

“Life insurance companies are much 
concerned in any attempt to define the 
correct boundaries between taxation and 
borrowing by our federal governments 
in times like the present. It is advis- 
able that as little as possible of the cost 
of-a war should be passed on to future 
generations and without doubt the coun- 
try which can most nearly pay its way 
as it goes will have the least difficulties 
after the war. This solution of the dif- 
ficulty, however, does not justify un- 
limited taxation. There must of neces- 
sity be a point where taxation becomes 
too destructive to be sound national pol- 
icy. If taxation made it impossible for 
the citizens to make any preparation for 
their future economic difficulties there 
can be little doubt that morale would 
be terribly undermined.” 





Saskatchewan Life has applied to the 
Canadian parliament to have its name 
changed to Fidelity Life Assurance. The 
company does business in the four west- 
ern Canadian provinces and plans to ex- 
pand operations. 


Great American Is 


Showing Increase 
ANTONIO, 


of 


TEX.—Since the 
Pollard to Great 
American Life of 
San Antonio, as 
agency manager 
Feb. 5, 1942, its 
business has shown 
a substantial in- 
crease in the 
amount of indus- 
trial and ordinary 
life insurance in 
force. The indus- 
trial premium in- 
come increased 134 
percent as of Jan- 
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vary 1, 1942. In- 
E. C. Pollard dustrial business 
in force increased 


172 percent. Business in force for the 
ordinary department increased 205 per- 
cent. There was also an increase of 9 
percent in group business in force. 

The premium income increase for the 
industrial department was $9,126. The 
ordinary in force Jan. 1 was $3,034,076; 
group $500,000, with a total of $6,877,- 
SOL. 

Change in Officers 


In November, 1941, Senator D, Leon 
Harp, vice-president was elected presi- 
dent, and Mr. Pollard was elected vice- 
president and agency manager. M. B. 
Roberts was reelected actuary and sec- 
retary; and John M. Kemper, Jr., home 
office supervisor. President Chas. E. 
3ecker, now president of the Franklin 
Life, was elected chairman of the 
board. 

Mr. Pollard began his life insurance 
work with a company writing ordinary 
business only. This was in 1912, and 
he left life underwriting to enter the 
army at the opening of the first world 
war. Returning to Dallas, after the 
coming of peace, he took a debit with 
the Dallas agency of American Na- 
tional of Galveston. Later he became 
assistant superintendent, instructor in 
ordinary, manager of the Dallas office. 
Subsequently he was made assistant 
secretary of the home office industrial 
department, agency instructor, and 
then western division superintendent, 
with headquarters at Lubbock, Tex. 
3eginning with one man, he developed 
an agency force of 312 in west Texas, 
New Mexico, Arizona, Colorado and 
Utah, and closed about $2,000,000 of 
business per year. When he joined the 
Great American Life, it had 119 agents, 
now the number is 200. 





Farm Bureau Life 
Makes Splendid Increases 


Assets of Farm Bureau Life of Co- 
lumbus, O., increased 18.2 percent last 
year and now amount to $4,365,819. 
Premiums amounted to $1,381,400 or an 
increase of 21.8 percent. 


Columbian National Makes 
Impressive Gains in 194] 


BOSTON—Assets of Columbian Na- 
tional Life increased in 1941 by $2,280,- 
878 and stood at $52,651,282 at the end 
of the year. Surplus maintained for the 
added protection of policyholders was 
$3,689,120, including capital and contin- 
gency reserves. This represents approx- 
imately 8 percent of the total reserve on 
all the company’s policies. 

Holdings of United States bonds to- 
taled nearly $12,000,000. Utility bonds 
totaled more than $11,500,000 and the 
company had $1,700,000 in cash. 

gain of $6,580,000 in insurance in 
force brought this item to $187,750,000 
and was almost twice the gain in 1940. 
Premium income was more than $6,000,- 
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GUARANTEE Muryyat | 


LIFE COMPANY 


OMAHA, NEBR. 


FORTIETH 


Annual Statement 
January 1, 1942 


Assets 
Percent of 
Total Assets 

$ 845,553.45 
14,996,795.58 
4,361,148.00 
429,526.00 
355,966.49 


Cash 
Bonds 54.77% 
First Mortgage Loans........ 15.93% 
Stocks 1.87% 
Home Office Property........ 1.30% 
Real Estate (Sold Under Con- 

tract) 
Other Real Estate........... 
Policy Loans 
Interest Accrued 
Premiums in Course of Collec- 

Pk -& vasaemeeutinaeae rs 3.16% 


2 oe SP le Se Se) eee ee oe Ree em ae 


ue © 8 @ & ee Ow eS & be oe es 


oF 6S 6 6 8H Oe oe ee ee ee eo 


1.25% 343,072.52 
2.95% 806,722.50 
15.00% 4,108,311.90 


% 207,282.29 
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864,189.31 
60,880.78 





Total Admitted Assets..... 100.00% $27,379,448.82 


Reserves and Liabilities 


er er ee ee $21,873,384.00 
870,729.00 
115,354.00 
128,475.00 
367,778.24 
1,061,519.31 


Legal Reserve 
Reserve for Supplementary Contracts. ... 
Reserve for Claims Awaiting Proofs..... 
Reserve for Taxes, Ete. 
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Advance Premiums and Trust Funds... . 





$24,417,239.55 
1,000,000.00 
1,962,209.27 


Total 
Contingency Reserve 
Surplus 
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Wea hak eter aoe aE aes ee $27 379,448.82 


Total 


Results —Year 1941 


1941 Payments to Policyowners and Ben- 
IN bc veemcuem wus poet 4 $ 2,044,795.16 
‘Total Payments to Policyowners 
eficiaries Since Organization......... 
Insurance Issued and Restored During 
1941 
Insurance in Force, January 1, 1942... 


39,738,906.62 


18,330,852.00 
147,920,495.00 


For Agency Opportunities, write A. B. Olson, Agency 
Vice President 
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000. The company paid policyholders 
and beneficiaries $3,900,000, bringing the 
total since 1902 to more than $95,000,000. 

During recent years the size of the av- 
erage regular policy issued has increased 
substantially. In 1939 it was $3,734; in 
1940, $3,879; in 1941, $4,542. 

Income from the accident and health 
department showed an increase of 5 per- 
cent over the previous year. 





Loyal Protective to Write 
Group; Collins Manager; 
Expands Canadian Setup 


BOSTON—In view of the wide- 
spread employment situation, Loyal 
Protective Life has formed a group de- 
partment with Walter E. Collins as 
manager. Mr. Collins has been with 
the group department at the home of- 
fice of Connecticut General Life for a 
number of years and studied at the 
Hartford College of Insurance. 

Loyal Protective is expanding its Ca- 
nadian head office at Toronto in order 
to handle the issuance of policies, pay- 
ment of claims and other matters di- 
rectly from that office. Charles A. 
Lytle, who was elected assistant secre- 
tary, has been made manager of the 
Canadian head office. Mr. Lytle has 
been with the company for eight years 
and has had a broad training. 

William A. Skelton of Toronto, for- 
merly provincial manager, has’ been 
made manager for Canada. Mr. Skel- 
ton’s agency wrote more new buSiness 
during 1941 than in any previous year. 


Security Mutual of N. Y. 
Passes $100,000,000 Mark 


Security Mutual Life of Binghamton 
passed the $100,000,000 mark in life in- 
surance in force at the end of February 
after a 1941 record highlighted by an 
increase of approximately 7 percent in 
assets, more than 10 percent in new 
paid business, exceptionally favorable 
mortality experience, and a substantial 
gain in surplus. 

Achievement of the $100,000,000 mark 
came on Feb. 28, birthday of President 
Krederick D, Russell, who was presented 
a scroll in commemoration of the event, 
climax to a two months campaign. 


Pacific Mutual Life Has 
37°/, of Assets in U. S. Bonds 


Assets of Pacific Mutual Life last 
year totaled $254,848,644 and combined 
capital and surplus was $7,284,991, an 
increase of $1,181,960. There was paid 
to policyholders of the participating life 
department in dividends $1,287,472 and 
the aggregate of all payments to pol- 
icyholders and beneficiaries was $19,- 
rs 29, 95 ° 
Fekdbens of U. S. government bonds 
increased $5,064,210 and such _ invest- 
ments comprised 37 percent of assets. 

Life insurance in force stands at 
£596,216,117, an increase of $8,226,000. 
Life insurance sold was $42,638,738, an 
increase Of 12.8 percent. 


Berkshire Life Record 
for 1941 Outstanding 


Berkshire Life showed an increase in 
new paid life business for 1941 of 31.3 
percent. The total volume paid for was 
$22,191,963. It was the largest volume 
since 1931. The gain of insurance in 
force was $7,673,738. The average pol- 
icy was $3,600. This is an increase of 
$600 over 1940. 

Ordinary and limited pay life continue 
by far to be the most popular forms 
written. There has been during the year 
some increase in term insurance or in 
policies involving part term and part or- 
dinary life. 


Federal L. & C. Buys Building 
DETROIT—Federal Life & Casu- 

alty has purchased a three-story build- 

ing on the north side of West Grand 











Boulevard near Woodward avenue and 
will occupy it as a home office after ex- 
tensive remodeling. An _ architectural 
firm is now preparing plans for the new 
home office. 

Federal Life & Casualty has occupied 
a remodeled dwelling at 2980 West 
Grand Boulevard, two blocks from the 
new building. Established in 1906 as 
Federal Casualty, to write industrial ac- 
cident and health, the name was changed 
to Federal Life & Casualty in 1929 and 
life writing began the following year. 


Beneficial Aims at $100,000,000 


Beneficial Life of Salt Lake City 
with $90,000,000 of insurance in force 
made a gain in that respect of $7,500,- 
000 during 1941. Management fully 
expects to reach the $100,000,000 mark 
for insurance in force this year. Bene- 
ficial Life continues to be the leading 
company in its home state of Utah in 
respect of new ordinary business writ- 
ten and ordinary insurance in force. Its 
ordinary business last year in Utah 
amounted to $5,717,528 and insurance in 
force $44,606,011. 


Strong Report by Guarantee Mut. 


Assets of Guarantee Mutual Life in- 
creased $2,141,011 in 1941 to a total of 
$27,379,448. Of this amount 37.78 per- 
cent was in U. S. government and 
municipal bonds. Contingency reserve 
was $1,000,000 and surplus $1,962,209. 
Premiums in investment income was 
$5,331,308 during the year. 

Insurance in force now totals $147,- 
920,495. Payments to policyholders and 
beneficiaries during 1941 were $2,044,795, 
and aggregate $39,738,906 since organi- 
zation. 





Gains of Loyal Protective 


Loyal Protective Life made gains in 
1941 in all departments. The accident 
and health premium income was $1,288,- 
184, a gain of $65,973. The disability 
rate was very favorable as was the mor- 
tality rate in the life department. 

Life insurance in force showed a gain 
of 13 percent. Surplus to policyholders 
increased to $1,467,665, a gain of 5% 
percent. 





Hynson on Bankers Nat'l Board 


James N. Hynson of Scarsdale, N. Y., 
has been elected a director of Bankers 
National Life. 

A dividend to stockholders of 50 
cents a share was declared. 

The board approved a retirement an- 
nuity plan for employes and voted that 
all per diems for attendance of directors 
at board and committee meetings be 
paid in war bonds and stamps. 





United Makes Big Increases 


United of Chicago, in its new annual 
statement shows assets of $1,027,903, as 
compared with $830,667 the previous 
year. Surplus to policyholders is $348,- 
656, an increase of about $11,000. Its 
premium income for 1941 increased 
$474,831 over the previous year and 
President O. T. Hogan predicts that the 
amount of increase will be at least twice 
as much this year. 


National L. & A. Pays Extra 


National Life & Accident has aid its 
regular quarterly dividend of 27% cents 
per share and an extra dividend of 20 
cents to stockholders of record Feb. 20. 





Sun Shifts McIntosh 


Sun Life of Canada has appointed W. 
G. McIntosh, formerly assistant super- 
intendent of agencies in the Canadian 
division, to the sales promotion division 
with the title of supervisor of agency. 
training. He has been with the company 
30 years. 





W. T. Grant, 
Costigan, Missouri manager of Business 
Men’s Assurance, presented Fred Ket- 
tler a diamond pin on his 25th anniver- 
sary with the company at a breakfast. 


president, and R. J. 


ANNUAL STATEMENT 


DECEMBER 31, 1941 


ASSETS 
Bonds (Amortized Value) 
U. S. Government and Government 
Guaranteed 
Federal Land Bank.. nee ee 
State and Municipal. 
Railroad ...... ee Lee 
Public Utility 
Canadian 
Industrial 
Policy Loans .... 
First Mortgages (Inc. Tax Sale Certificates) 
Real Estate (Incl. Home Office) 
Real Estate Sold Under Contract 
Cash in Office and Banks 


Accrued Interest and Rent (less Items not Admitted). . 


Deferred and Unreported Premiums 
Due from Reinsurance Companies 


LIABILITIES 


Policy Reserves 


Death Claims Unpaid (Incl. Reserve of $25,000) 


Dividends left at Interest, and Premiums and 
Paid in Advance, and Accounts Accrued 
Dividends to Policyholders Payable in 1942, and 

for Deferred Dividends 


$ 15,494,039.98 


$4,172,466.25 
1,716,645.00 
3,280,592.20 

. 2,483,887.85 
2,93 1,657.05 
763,161.63 
145,630.00 


6,553,681 .89 
6,009,800.01 
8,407,748.61 
528,473.20 
1,468,585.21 
431,633.65 
431,330.74 
2,688.04 


$ 39,327,981.33 


$ 30,656,192.88 
82,586.69 
Interest 
557,258.27 
Reserve 
2,636,332.06 
300,000.00 
30,265.38 


Contingency Reserve for Participating Policies Written 


Since January |, 1915 


Clete IGOR «6.56 oa o'ia nc ccenses 
Surplus 


RECORD FOR 1941 
Paid for Policy Dividends 


Paid for Death, Endowments, Disability and Annuities. . 


Paid for Surrender Values 


Paid Policyholders on Installment Aqreements with Int.. 
Paid Policyholders for Dividends on Deposit with Interest 


Total Paid Policyholders and Beneficiaries 


Insurance Issued and Revived 
Insurance in Force (Paid-for Basis) 


Percentage Death Claims to Mean Insurance 

Percentage Lapses and Surrenders to Mean 
Insurance 

Average First-Year Premium per $1,000 in 
1941 

Gross Return on Company's Investments... 


1,277,403.85 


$ 35,540,039.13 
500,000.00 
3,287,942.20 


$ 39,327,981.33 


662,704.92 
847,698.86 
1,070,857.77 
189,308.05 
29,698.10 


..$ 2,800,267.70 


$ 13,589,057.44 
124,427,399.13 


Total Paid Policyholders and Beneficiaries Since 1887. .$ 69,976,327.28 
Assets December 31, 1941 for Protection of Policyholders 39,327,981.33 


Received in Premiums from Policyholders Since 1887... 


$109,304,308.61 
$ 92,905,584.65 


Excess of Amount Paid and Now on Hand over Amount 


Received 
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AMONG COMPANY MEN 





Conn. Mutual Investment 


Men Get Superior Titles 
Michael C, Dolak and Howard F. 


Vultee have been named assistant secre- 
taries of Connecticut Mutual Life. Both 
men have been members of the invest- 
ment staff. 

Mr. Dolak has been with Connecticut 
Mutual since 1935. Previously he was 
with the New York Trust Company in 
railway securities analysis work. He 
was associated with the Railway Admin- 
istration Board during the first war and 
after that was with the Illinois Central 
Railway. He is a graduate of the Uni- 
versity of Iowa. 

Mr, Vultee joined Connecticut Mutual 
last year and prior to that was with 
Shields & Company of New York. He 
had been engaged in this type of work 
since 1928. He is a past president of 
the New York Society of Security 
Analysts and past chairman of the 
Analyst Club in New York. 





King Specialist in Reorganizations 

John F. King, who has been ap- 
pointed special assistant to the vice- 
president and financial manager of Mu- 
tual Life, will devote most of his time 
to railroad reorganization matters. 
Among other things he will assist in 
serving on various protective and group 
committees. 

Mr. King. graduated from Harvard 
Law School in 1931 and then was asso- 
ciated with the New York law firm of 
Root, Clark, Buckner & Ballantine. He 
joined Mutual Life in 1937 as an assist- 
ant in the financial department. 

Gordon S, Kerr, who has been ap- 
pointed municipal analyst in charge of 
the municipal division of the financial de- 
partment, was connected with the firm of 
Blyth & Co. in Chicago prior to joining 
Mutual Life. He graduated from the 
University of Chicago in 1930. 


Seven New Atlantic Directors 


Seven new directors have been elected 
by Atlantic Life, they being E. L. Gor- 
don, Coleman Hunter, R. V. Hatcher 
and A. B. Scott, secretary and general 
counsel of Atlantic Life, all of Rich- 
mond; Don H. Carter of Dallas; Dr. 
M. R. Neifeld of Newark and J. H. 
Scarlett of Montclair, N. J. The di- 
rectors reelected are B. J. Wynne, who 
became the new president last Decem- 
ber; I. J. Marcuse, R. R. Lounsbury, 
former president, who is president of 
Bankers National Life, and James W. 
Sinton, Jr. 





Dr. Malone Medical Director 


Dr. Bert Malone of Atlanta has been 
elected medical director of Gulf Life of 
Jacksonville, Fla. He has been serving 
acting medical director since last 
spring. 


as 


Bruce Batho Is Appointed 
Actuary by Country Life 


Bruce Batho, assistant actuary in the 
Illinois insurance department since 1936, 
has gone with Country Life, Chicago, a 
member of the Illinois Agricultural 
Association group of companies, as 
actuary. He succeeds Ray Ely, who has 
entered the army. 

Mr. Batho js a graduate of University 
of Manitoba. He is an associate member 
of the American Institute of Actuaries, 
and a member of the Casualty Actuarial 
Society. In 1929 he went with Franklin 
Life, remaining with that company until 
1936, when he joined the Illinois insur- 
ance department, 


Dr. Linden Medical Director 


Dr. John M. Linden has been elected 
medical director of Bankers Mutual 
Life of Freeport, Ill. He takes the place 
of Dr. C. L. Best, who died recently. 
Dr. Linden had been associated with 
Dr. Best in his practice. He has had 
considerable experience in insurance 
work. He is president of the Stephen- 
son County Medical Society. 


~ SALES MEETS 


Syphus Holds Beneficial 
Life Regionals on Coast 


Harry J. Syphus, superintendent of 
agents of Beneficial Life, has been in the 
Pacific Coast territory the past two 
weeks holding regional agency sales 
meetings at Oakland, Los Angeles, and 
Phoenix, Ariz. The company has made 
exceptional gains in California and Ari- 
zona during the past year, and now has 
three general agencies in California, at 
Oakland, Sacramento and Los Angeles. 

At the Los Angeles meeting, with 
Roy Utley, general agent, as chairman, 
in addition to local men Frank W. Bland, 
vice-president of The National Under- 
writer Company, spoke. Others on the 
program were J. L. Mortensen, A. M. 
Steed, Mr. Utley, E. J. Sorensen, E. E. 
Watts, P. T. Wright, L. H. Madsen and 
Lafayette Denning. 

















Andersen in Cincinnati 

CINCINNATI—Pooled resources of 
life insurance companies representing 
premiums of millions of policyholders 
“will help win the war,” E. G. Ander- 
sen, educational director of Connecticut 
Mutual Life, told a conference of the 
W. T. Earls agency. 

“Everyone who owns a life insurance 
policy is automatically enrolled in the 
common cause of defending America,” 
Mr. Andersen declared. 

Mr. Andersen complimented the Earls 





business. 





GENERAL AGENT 
WANTED IN DAYTON, OHIO 


Dayton is one of the most prosperous cities in Ohio. 


A well-known Life Insurance Company, with its Home Office 
in the Midwest, wants a General Agent in Dayton, Ohio. 


To the man who qualifies the Company will offer a General 
Agent’s contract with liberal commissions, financial assistance, 
and Home Office helps that qualify salesmen to produce new 


For information write in confidence to 


Box No. P-20, 

The National Underwriter, 
175 W. Jackson Blvd., 
Chicago, II. 








agency for its record in moving from 
“way down” to third position in insur- 
ance paid-for the past year. Only the 
agencies in New York and Chicago are 
ahead of the Cincinnati agency. 





Bankers Life, Neb., Conference 

Thirty-five general agents of Bankers 
Life of Nebraska attended the annual 
conference in Lincoln. Meetings were in 
charge of Charles H. Heyl, agency direc- 
tor. In 1941 the company increased pro- 
duction more than $4,000,000 and busi- 
ness in force increased nearly $5,000,000. 
The year’s program is designed to main- 
tain the momentum of 1941 and translate 
it into still larger volume in 1942. ‘“Let’s 
Get It Done in ’41,” was last year’s slo- 
gan. This year it is “Let’s Get It Done 
Too in ’42.” Twenty-nine of the general 
agencies increased their January produc- 
tion. Special awards for production pay- 
able in defense bonds and stamps were 
announced. 





Security Mutual, Neb., Rally 

The annual two-day conference of 
agents of Security Mutual Life of Ne- 
braska was held in Lincoln. A. C. Pal- 
mer, R. & R. Service, spoke. George 
Lemon led a discussion on what the pub- 
lic expects of an insurance salesman. T. 
A. Sick, vice-president, and Don I. 


7 


Parker, actuary, presented other sales 
problems. 


NEW YORK 


DISPUTE TO WAR LABOR BOARD 


The United Office & Professional 
Workers of America, CIO, announces 
that the U. S. Department of Labor 
has now certified the dispute between 
Prudential and Industrial Insurance 
Agents Union Local 30, UOPWA, to 
the War Labor Board. 

The Prudential agents’ policy commit- 
tee, according to the union’s statement, 
authorized strike action Jan. 15, after 
Prudential refused to enter into collective 
bargaining on the establishment of 
grievance and arbitration machinery or 
consider other provisions included in a 
contract signed with John Hancock 
Mutual including the question of com- 
pensation. The policy committee at the 
same time urged the union “to rely upon 
the appropriate agencies of government 
in resolving this dispute wherever this 
is possible,” 

The union called in the U. S. Concili- 
ation Service the day after the strike 
resolution was adopted. According to 





the union, despite repeated conferences 


7a c 
ZEN Oreds ~~ 





S AB. M. A. salesman | have a mighty important job to do. 
® Like everyone else, | am well aware of the awful tragedy 
that has engulfed most of the world. Yet in my heartfelt 

sympathy for those in war-torn places, | must never allow myself 
or others to forget that death is still very busy at home. ® Last 
year, 101,500 lives were lost in accidents and 9,300,000 persons 
were injured. @ Nearly 18,000 workers died while on their jobs 
and 29,000 were killed while away from work—a loss of man- 
power and labor sufficient to build 20 battleships, 200 destroyers 
and 7,000 heavy bombers. ® Traffic accidents alone were greater 
in each of nine months in 1941 than the total casualties in the 
Pearl Harbor attack. @ All this happened to my friends and 
neighbors right here in the United States, and while | know 
that war is cruel waste and brutal savagery, its consequences 
cannot be more tragic than were the deaths of these hundred 
thousand people. @ Yes, | have a big job before me. | cannot 
stop death or destruction or war—but | can lighten the burden 
that falls upon those who are left behind. | can keep incomes 
going when sickness or accident make their inevitable calls and 
pay hospital bills in time of need. | can bring the joy of finan- 
cial independence to old folks and put children through school. 
¢ | will bear in mind always that the responsibility for the battle 
front belongs to the military leaders and concentrate my own 
efforts on the financial security of the home front. @ | can pay 
taxes. | can buy defense bonds. And I| can and will work as 
hard as anyone else who wants to get this war over with. 


Business Men's Assurance Company 


KANSAS CITY, MISSOURI 


®@ Life @ Accident eHealth @ Annuities 


© Hospitalization @ Group ® All-Ways 
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with Commissioner Shapiro, President 
Franklin D’Olier of Prudential re- 
fused to bargain with Local 30. On Jan. 
26, the CIO executive board meeting in 
New York pledged support to the 
UOPWA and urged prompt certification 
of the dispute to the War Labor Board. 


BARBOUR GOES TO NEW YORK 


Robert L. Barbour, associate editor 
of the “Insurance Field” in charge of 
the life edition, has been transferred to 
the New York City office where he will 
assist Robert J. McGehean, New York 
executive representative, in general 


business promotion activities. He will 
also do special editorial work for both 
the life and fire and casualty editions. 
He is a native of New York, where for 
eight years he represented New York 
Life, and has a wide acquaintance among 
fire and life company executives and 
field men. Mr. Barbour is a son of 
R. P. Barbour, U. S. manager of 
Northern of London. The New York 
office personnel now comprises James 
N. Stewart, manager; David Porter, as- 
sociate editor, and Byron C. Grimes, 
representative, in addition to Mr. Mc- 
Gehean and Mr. Barbour. 








LIFE AGENCY CHANGES 





New San Angelo Great 
Southern Manager 


Great Southern Life has appointed 
E. A. Witter as manager of the San 
Angelo branch with jurisdiction over 33 
counties. Mr. Witter has been asso- 





E. A. WITTER 


ciated with the San Angelo district 
since last September, and has been with 
Great Southern since 1934, starting at 
Eagle Lake, Tex. Each year he has 
written an increasing volume. During 
the last club year he produced 3134 ap- 
plications for $314,540 with an average- 
size application of $9,966. He has had 
a high renewal percentage and every 
year since he has been in the business 
his second year renewals have been in 
excess of 90 percent. He was vice- 
president of the President’s Club in 1938 
and again in 1941 with renewals of 
100 percent. 

3efore entering the business he was 
employed by the Santa Fe Railway at 
Eagle Lake, and later with the First 
National Bank as assistant cashier. 





Wilson Supervising Assistant 


L. S. Wilson, former district manager 
at Trenton, N. J., has been made super- 
vising assistant of the Newark agency of 
Mutual Life, succeeding C. S. Cleveland, 
resigned, who will remain with the 
agency in personal production. Martin 
Sande, service representative, also has 
resigned and will continue in personal 
production. No successor will be ap- 
pointed. 





Shenandoah Reduces Board 


Shenandoah Life has reduced its di- 
rectors from 16 to 11 and elected as new 
members R. L. Lynn of Roanoke and 
Malcolm Kerlin of Washington, both 
trustees representing policyholders un- 
der the company’s plan of mutualization. 
R. S. Leftwich was promoted from as- 
sistant general counsel to general coun- 
sel. Paul C. Buford, president, had been 
acting as general counsel. 


Lockwood in Service; 
O'Reilly Carries On 


Joseph E, Lockwood, general agent of 
Home Life of New York in Philadelphia, 
has entered service as a lieutenant com- 
mander in the navy and has_ been 
granted leave of absence for duration. 
The Philadelphia agency will continue 
in the same offices at 1826 Fidelity 
Philadelphia Trust building. Henry F. 
O’Reilly has been appointed brokerage 
manager to carry on that phase of 
agency activity in Mr. Lockwood’s ab- 
sence. 

Mr. Lockwood was a naval aviator 
and ensign in the first world war. He 
was graduated from Wharton School in 
1916 and has been in life insurance 
since the war ended. He was an agent, 
then agency supervisor; later Kansas 
City general agent, and in 1926 became 
general agent of Guardian Life in Bos- 
ton. He joined the home office agency 
department staff in 1928 and then be- 
came assistant vice-president. He be- 
came Philadelphia general agent of 
Home Life in 1933. 

Mr. O’Reilly became associated with 
Mr. Lockwood in 1937 after 18 years’ 





JOSEPH E. LOCKWOOD 


field experience as agent, unit manager 
and general agent. He has assisted Mr. 
Lockwood in supervising service to gen- 
eral insurance sources of business. 


Van Alstine Agency Assistant 


N. H. Van Alstine has been ap- 
pointed agency assistant in the Los An- 
geles ordinary “B” office of Prudential. 
He started with the company in 1936 
and before that was in newspaper work. 

He spent 2% years with the indus- 
trial department before transferring to 
the ordinary department as_ special 
agent in Los Angeles. Mr. Van Alstine 
organized the Bay Cities Life Under- 
writers Association in Santa Monica, 
Cal., early in 1941 and served as its 
first president. 





Cubellis Newark Manager 
Continental American Life has ap- 
pointed Charles T. Cubellis Newark 
manager. He has been in life insurance 
since 1936 with Mutual Life of New 


York, starting as agency organizer at 
Syracuse, N. Y., then agency supervisor 
in Philadelphia, "and eventually state or- 
ganizer in West Virginia. Before en- 
tering life insurance he was in the bank- 
ing field in Newark. 

The branch office will be operated sep- 
arately from the general agency of Ain- 
binder & Moskowitz in Newark. 





Horton Fort Smith Manager 


D. M. Horton, formerly of Little 
Rock, has been named manager of the 
Fort Smith, Ark., district office of Life 
& Casualty, succeeding D. E. Bryan. 
He has been with the company 10 years, 
the last four as traveling representative 
of the ordinary division for 13 southern 
and south central states. Mr. Bryan has 
been appointed special agent. 





Cusac to Little Rock 


W. J. Cusac of Tulsa, Okla., has 
joined the group department of Aetna 


Life in Little Rock as assistant te Fred 
H. Shuler, department manager. He 
will travel throughout the state. For 
the past year and a half he has been 
group representative of Aetna at Tulsa. 





Ward San Antonio Manager 

Muller Ward, formerly with West 
Coast Life in San Francisco and Los 
Angeles, has been appointed manager of 
the San Antonio agency. 





Dodds Named at Binghamton 


Hector Dodds has been appointed dis- 
trict agent of Northwestern Mutual Life 
in Broome county, N. Y., with head- 
quarters at Binghamton. 

A graduate of the University of Kan- 
sas in 1916, Mr. Dodds taught school at 
Greeley, Colo., for three years and then 
became district agent of Northwestern 
Mutual. In 1923 he joined the Hobart 
& Oates agency in Chicago, becoming a 
unit manager in 1931. He attended the 





Home Office 





FOR HOME AND COUNTRY 


Life Insurance Fights the 
Battles of Both 


Income from Proceeds — To our Wives 
and our Children, to guarantee 
the Security of our Homes. 


Income from Premiums—To Uncle Sam, 
to buy Bonds to guarantee the 
Independence of our Country. 





GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


E. P. Greenwood, President 


Houston, Texas 
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Research Bureau’s school of agency man- 
agement in 1929, and won the C.L.U. 
designation in 1931. He was president of 
the Northwestern Agency Supervisors 
‘Association in 1936. He has personally 
produced more than $5,000,000 of paid 
business. 


= 


Eanes Quits Travelers Post 


Russell W. Eanes, manager of the life 
department of Travelers in Richmond 
for 15 years, has resigned. His succes- 
sor is yet to be named. Mr. Eanes ex- 
pects to announce another connection 
shortly. 








Sherwood to Aetna in Portland 


Richard L. Sherwood, formerly with 
Phoenix Mutual, has joined the John N. 
Adams agency of Aetna Life in Port- 
land, Ore., as assistant general agent. 





E. R. Staub, Jr., Succeeds Father 


Elmer R. Staub, Jr., has been ap- 
pointed general agent of Occidental Life 
of California at Canton, O. He succeeds 
his father, Elmer R. Staub, Sr., who died 
last month, 


NEWS BRIEFS 


R. W. Schroy has been appointed gen- 
eral agent at Akron, O., by Minnesota 
Mutual Life. 

Max Lasser has been appointed dis- 
trict manager at Wilkes-Barre, Pa., of 
the Eckenrode agency of Bankers Life 
of Nebraska at Williamsport, Pa. 

Lee Critser, an agent of the Farmers 
& Bankers Life of Wichita at Denver, 
has been appointed general agent there. 


POLICIES — 


Group Hospital 
Rules Liberalized 


Equitable Society has made a num- 
ber of liberalizations in group hospital 
expense and surgical benefits coverage, 
without any increase in premium. 

Under room and board benefits, both 
for employes and for dependents, where 
reimbursement previously was provided 
for certain specific hospital charges, 
laboratory analysis, x-rays, etc., reim- 
bursement will now be allowed for all 
charges made by the hospital (other 
than room and board benefits, nurses’ 
fees, or physicians’ fees) up to a maxi- 
mum of five times the daily benefit dur- 
ing any one or more periods of hospital 
confinement. 

The requirement that the master 
policy must be in force in order for 
extended benefits to be available to em- 
ployes is removed. Claims will be pay- 
able (a) if upon termination of the em- 
ploye’s hospital expense insurance for 
any cause the employe is totally dis- 
abled and hospital confinement occurs 
while so disabled and within three 
months after such termination of insur- 
ance, (b) if hospital confinement as a 
result of pregnancy occurs within nine 
months from the termination of the em- 
ploye’s insurance. This modification also 
applies to surgical coverage in the event 
of an operation within three months or 





an obstetrical procedure within nine 
months after the termination of the cov- 
erage. 


Another liberalization allows payment 
of maternity or obstetrical benefits if an 
employe’s wife is hospitalized or oper- 
ated on as a result of pregnancy within 
nine months from the date of termina- 
tion of her insurance, due to any cause. 





Bankers National Retains Scale 

The 1941 dividend schedule of Bank- 
ers National Life is being continued 
during this year. The company will 
continue to pay interest at the rate of 
314 percent on dividends left on deposit 
and for policy proceeds. 





Tips on Trust 
Work Given at 


Delaware Session 
WILMINGTON, DEL.—Trust off- 


cers and agents have the same objective, 
namely, to assist their clients in doing 
the best possible estate planning job, 
according to James W. Allison, vice- 
president of Equitable Trust Company, 
and J. Paul Heinel of Travelers, speak- 
ing before the last session of the ad- 
vanced underwriting school. All mem- 
bers of the Delaware Life Underwriters 
Association, which sponsored _ the 
school, were, invited as well as trust of- 
ficers from the Wilmington banks, and 
about 50 were present. 

Mr. Allison spoke on “Distribution of 
General Property in the Estate.” He 
urged that estate planning be aimed at 
preserving the client's estate as it exists 
during his lifetime, suggesting defini- 
tion of the word “estate” as “property 
owned while living” rather than as de- 
scribed in the dictionary, “holdings at 
death.” Mr. Allison described the four 
methods of estate distribution: By ab- 
solute gift; by living trust, to be effec- 
tive either while the creator is living or 
after his death; by will, with or without 
a testamentary trust; and by doing noth- 
ing, that is, by letting the state make 
the distribution under intestate laws. 


Estates Settled Without a Will 


“The number of estates settled with- 
out a will is appalling,’ he said, “and 
underwriters render a real service in 
persuading their clients to write valid 
wills.” According to the speaker, Eng- 
land is the most estate-conscious coun- 
try and there a larger number of estates 
pass by will than in America. The 
speaker showed how taxes and transfer 
costs can be minimized by means of 
trusts. Mr. Allison urged frequent re- 
views of wills, trusts, and insurance set- 
tlement agreements. 

Mr. Heinel spoke on “Distribution of 
Life Insurance Property in the Estate” 
which, he said, should be planned in 
the light of four questions: What is each 


policy's purpose? To whom _ should 
proceeds be payable? How should they 
be paid, in income or in cash? When 


should the money be available? 

He emphasized that no hard and fixed 
rules could be laid down for this work. 
However, he said, by thinking through 
all the possible contingencies in each 





case, and checking them against the four 
main questions a satisfactory solution 
can be developed. 

W. B. Stormfeltz, 
Delaware association, presided and ex- 
pressed appreciation to Continental 
American Life for use of its building for 
previous classes. O. D. Collins, Jr., 
chairman of the educational committee, 
introduced the speakers. 


president of the 





Two-Week Course in August 
at University of Kansas 


The Kansas life insurance short course 


with 50 in attendance inaugurated last 





year at the University of Kansas by the 
Kansas Association of Life Underwriters 
will be extended to a two weeks session 
in August this year, President J. E. Con- 
klin announced following a meeting with 
Harold Ingham, director of extension of 
the university, at Emporia. The plan is 
similar to courses conducted at Purdue, 
Wisconsin and the University of Minne- 
sota, : 
Courses will be open to all life under- 
writers, men and women, and office 
employes, from adjoining states as well 
as Kansas. Five states were represented 
last year. The first week will include 
basis studies, and the second week ad- 
vanced courses for the experienced men, 























TEAM WORK 


On the firing line of protection and production 
the men and women of America have dedi- 
cated themselves to the defense of our homes, 
our freedom, our way of life. America must win 
the battle of production and keep all supplies 
and equipment rolling out and rolling on to 
our Army, our Navy, our Air Force. 
the teamwork of the fighting men of our armed 
forces and the fighting men and women of our 
defense industries, our way of life and free- 
dom is being guaranteed. 


Through 


However little time is left to the men and 
women of our defense industries to secure the 
necessary protection for their loved ones—not 
protection from enemy guns, but protection of 
future years. That is our job—the job of every 
insurance company, every life underwriter. We 
must give our best to our job and guarantee 
the defense of the happiness of our people in 
the years to come. 


You will find it pays to be friendly with 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 


FRANKFORT 
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Lecture meetings are to be given in the 
mornings and group discussions in the 
afternoons. Attendance this year is ex- 
pected to be more than double. 

The cost will be held to a minimum, 
tuition being $15 for the two weeks or 
$8 for either week, including cdst of 
textbooks and transcripts. Board at the 
cafeteria in the Commons building will 
be $7.80 a week and rooms are available 
at fraternity and sorority houses for $3 
a week or $5 for the two weeks. 

Formal approval of the extended plan 
will be given at the annual meeting and 
sales congress of the Kansas association 
in Emporia April 24-25. Mr. Conklin, 
who is program chairman for the sales 
congress, will announce the complete 
program shortly. 


Minneapolis to Hear of 
“When Men Were Tough” 


MINNEAPOLIS—The Minneapolis 
Association of Life Underwriters at its 
March 12 luncheon meeting will find 
out what life insurance selling was like 
a generation ago. “Then Men Were 
Tough,” is the theme of the program 
arranged by J. Walker Godwin, who was 
president of the association 23 years ago 
and is still an active producer. 

Mr. Godwin has arranged an all-star 
program of experiences, lessons and 
ideas from the past, to be narrated and 
dramatized by “hardy men who met and 
licked conditions far worse than the 
present. Come and be healthily 
ashamed!” is the challenge hurled at the 
modern day agent. 


Many Past Presidents to Attend 


_ Several past presidents of the associa- 
tion who are still living in Minneapolis 
will attend including Byron Timberlake, 
1902-03; J. E. Meyers, 1908; Loren Hord, 
1911; G. J. Carlson, 1914; Mr. Godwin, 
1919-20; O. L. Edwards, 1921; R. M. Ham- 
burger, 1922; R. A. Lathrop, 1923; H. R. 
Kaufmann, 1925; R. H. Wells, 1931; 
F. R. Olsen, 1932; O. I. Hertsgaard, 
1933; E, H. Keating, 1934; Paul 
Dunnavan, 1935; A. R. Hustad, 1936; 
A. B. Dygert, 1937; W. S. Leighton, 
1939, and Wright W. Scott, 1940. 


Plan Michigan Convention 
at Detroit Conference 


Plans for the convention of the Michi- 
gan State Life Underwriters Association 
in Bay City, May 22-23 were outlined 
at a committee meeting in Detroit 
Wednesday. Attending from Bay City 
were Walter Rutherbusch, president Bay 
City association, general convention 
chairman; F. D, Burdick, vice-president 
state association, and C. T. Porter, na- 
tional committeeman. They met with 
J. A. Witherspoon, National association 
president, to map convention plans. 

Speakers scheduled for the convention 
include J. D. Moynahan, president Amer- 
ican Society of C.L.U.; W. S. Penny, 
superintendent of agencies Sun Life of 
Canada; Dr. Gayland S. Ross, psychia- 
trist, and Mr. Witherspoon. 


Fighting Morale Will Boost 


Production 25 Percent 
NASHVILLE—“A general agent can 


increase production 25 percent by main- 
taining a good morale in his agency,” 
Judd C. Benson, Cincinnati general 
agent Union Central and president Ohio 
Association of Life Underwriters, told 
the Nashville Association of Life Under- 
writers. 

“The general agent must maintain a 
working or fighting morale—faith in and 
boundless enthusiasm for life insurance. 
The agent must have a keen desire to 
serve his clientele, to do something for 
somebody else. A busy agent always 
has a good morale, for activity builds 





morale. The general agent can get good 
ideas from the home office and pass 


them on to his men, but he must look 
to himself to generate the morale to use 
the ideas. 

“Morale is exceedingly important at 


this time. Minds of prospects are now 
confused. If you as an agent are men- 
tally confused, you won’t find any pros- 
pect who will straighten you out, but 
life underwriters with a healthy mental 
slant will straighten out the confused 
minds of a lot of prospects.” 

Any agent can double his production 
by adopting the rule of never going 
home at night, regardless of how late 
it is, “until you have discussed life insur- 
ance with at least one person to whom 
you have never discussed life insurance 
before.” 

In its annual membership drive the 
Nashville association has reached 148 
paid members, 51 ahead of last year. 


Washington State Parleys 
Attract Over 300 


SPOKANE, WASH.—Over 300 at- 
tended the annual meetings here of the 
Washington State Association of Life 
Underwriters and the Washington 
Quarter Million Dollar Round Table. 

The Washington association elected 
Donovan F. Moore, Seattle, president; 
Howard Reis, Everett; Ralph Taylor, 


Wenatchee; E. Grady Bryant, Walla 
Walla, vice-presidents and Karl K. 
Krogue, Spokane, secretary. Lewis 


Bostwick, Spokane, retiring president, 
presided. 

The Quarter Million Dollar Club now 
has 55 members, the largest in its his- 
tory. C. L. Hagstrom was elected 
chairman and John Utter, secretary- 
treasurer. Both are from Seattle. 


Tells of Defense Bonds Sales 


John A. Witherspoon, Nashville, presi- 
dent National Association of Life Un- 
derwriters, told of the important part 
life underwriters are playing in the sale 
of defense bonds. Plans are going for- 
ward to step up the sale to a rate of 
$50,000,000 monthly. 

Ray Lessard, chairman Spokane de- 
fense bond committee, reported that 
salary allotment sales plans have been 
installed by 571 Spokane firms. 

Other speakers included Samuel P. 
Weaver, president Great Northwest 
Life; Dr. R. B. Hefflebower, Washing- 
ton State College; E. W. Smith, mem- 
ber Oregon state board of education, 
and W. C. Schuppel, executive vice- 
president Oregon Mutual. 


Complete N. Y. C. Program 

3eatrice Jones, president of the Life 
Underwriters Association of the City of 
New York, has completed the program 
of the dinner which will follow the an- 
nual one day sales congress March 12 
at the Hotel Pennsylvania. The pro- 
gram for the congress itself previously 
was announced. 

A “name” orchestra will supply music 
during dinner, for the entertainers and 
for the dance to follow. Dress is op- 
tional. 

Guest speaker will be Tom Collins, 
humorist and philosopher of national 
reputation, who is assistant to the pub- 
lisher and daily columnist on the Kansas 
City Journal. Last year Mr. Collins 
made more than 350 talks in 40 states 
and two foreign countries, and he has 
also made several movie shorts. 

Many agents, general agents and man- 
agers are expected to bring their wives 
as well as delegations of office em- 
ployes. Many company officials will be 
on hand. 


Kalamazoo, Mich. Ralph Richardson, 
president, discussed questions with re- 
gard to changes now being made by the 
Michigan department, in issuing life 
agents’ licenses. H. L. Harvey, state 
president, also explained the new proce- 
dure. Paul Aurandt, program director, 
commentator and state news censor of 





Columbia Broadcasting System in the 
Michigan area, was the speaker. He re- 


turned from Honolulu just prior to the 
bombing of Pearl Harbor and commented 





on conditions which preceded the tra- 
gedy. 
Richmond Life insurance _ policies 


bought prior to the war have taken on 
an added value and importance, J. Roger 
Hull, vice-president Mutual Life of New 
York, said. In many cases the liberal 


terms of these policies are no longer 
available. Policy lapses in 1941 were 
the lowest on record, indicating that the 
American people do not need to be urged 
to maintain their present policies. Jul- 
ian S. Myrick, second vice-president Mu- 
tual Life, also spoke. 


Rochester, Pa.—Bill A. Schauer, unit 
supervisor of Penn Mutual Life at Pitts- 
burgh, gave a talk on “Today’s Opportu- 
nities in the Life Insurance Business.” 


Springfield, Mass.—A panel discussion 
on “Meeting Today’s Objections’ was 
given with E. D. Redfield, Jr., North- 
western Mutual, as chairman. 

Syracuse, N. ¥.—Lewis W. S. Chapman 
of the Sales Research Bureau, in ad- 
dressing a luncheon meeting, predicted 
that life insurance sales would increase 
after the deadline for filing income tax 
returns. “The going is rather tough,” 
just now, he declared. 

Sacramento—Harry J. Syphus, super- 
intendents of agents of Beneficial Life, 
discussed “Footnotes on Fundamentals” 
at the monthly meeting. 

Cineinnati—E. M. Thore, counsel Acacia 
Mutual, gave an address at the closing 
session of the February production clinic 
on “Programming and Settlement Agree- 
ments” outlining many of the forms and 
methods used by his company. 

Hollywood, Cal.—X-Raying the Pres- 
ent Market and Selling in That Market,” 
was the theme of a sales meeting with 
169 attending. The program included 
two of the addresses given at sessions 
of the Southern California Caravan. 

John F. Curtis, Massachusetts Mutual, 











spoke on “Prospecting”; H. W. Persons, 
Mutual Life, on “A Life Insurance Man’s 
Place in His Community,” and H. R. Van 
Cleave, Massachusetts Mutual Life, on 
“Taking the Dips Out of Production.” 

Los Angeles— President Charles E. 
Cleeton, Occidental Life, who has charge 
of the 250 members of the association 
working on the defense bond salary 
allotment drive, as of March 1 reports 
1,144 Los Angeles firms have agreed to 
make deductions from pay checks to 
purchase defense securities, and that 84 
firms have reported a participation of 
more than 90 percent of their employes. 

Cleveland—P. B. Hobbs, Chicago man- 
ager of Equitable Society and National 
association trustee, will speak March 12 
on “The Four Essentials for 1942.” 

Donald Hansen, Aetna Life, will ad- 
dress the next meeting of the women’s 
division on “1942 Buying Power.” 

The association will sponsor the sale 
of defense stamps and bonds at a public 
booth the week of March 23. Lloyd 
Feder, chairman of the public relations 
committee, is in general charge. 

Montana—A. T. Schultz of Helena was 
elected president, succeeding John F. 
Patterson of Missoula. 


Dubuque, Ia.—Newell C. Day, Daven- 
port general agent of Equitable Life of 
Iowa, will speak March 7 on “Color in 
Selling.” 

Boston—A sales panel, “Meeting To- 
day’s Objections’’ will be presented 
March 19, with the privilege of ques- 
tions from the floor. Principal partici- 
pants will be E. B. Redfield, Jr., North- 
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western Mutual, chairman; J. J. Dooley, 
Metropolitan Life; J, P. Hennessey, John 


Hancock; K. R. MacKenzie, New Eng- 
land Mutual; Leonard Mordecai, North- 
western Mutual; R. E. Morrison, State 


Mutual Life, and Robert B. Pitcher, John 
Hancock. They have been invited to be 
the chief speakers at the March meet- 
ing of the Springfield association. 

Portland, Ore.—John A. Witherspoon, 
president of the National association, 
spoke at a public meeting sponsored by 
the Portland association. He was accom- 
panied by Herbert A. Hedges, secretary 
of the National association, who presided 
at a regional conference attended by 
presidents and national committeemen 
of associations in Oregon and Washing- 
ton. This conference was one of three 
such meetings schduled for the Pacific 
Coast. 

Thomas D. Stoughton, Phoenix Mutual, 
association president, presided at the 
public meeting. Palmer Hoyt, publisher 
of the Portland “Oregonian” and chair- 
man of the state defense savings staff, 
spoke on the defense savings drive. 

Fort Wayne, Ind.—A round-table dis- 
cussion of the business outlook for 1942 
was held with John Dyer, Arthur Young, 
Verlin J. Harrold and Jack Aughinbaugh 
as speakers. Tom Riddle was chairman 
of the discussion. 

Topeka—Ed Merrill, general agent of 
Northwestern National, gave a talk on 
“Morale and How an Agent Can Keep 
Up His Own Morale.” 

Oklahoma City—Chester O. Fischer, 
vice-president Massachusetts Mutual 
Life, will speak on “Towers of Strength 
in a War Torn World” March 13 at the 
Friday Forum of the Oklahoma City 
chamber of commerce, in charge of the 
Oklahoma City association. 

Northern New Jersey—The 12th and 
last lecture of the advanced salesman- 
ship school will be held March 12. Paul 
Speicher, R. & R. Service, will speak on 
“The Advanced Underwriter Builds a 
Career.” 

Stuart F. Smith, Philadelphia manager 
of Connecticut General Life, will speak 
March 12 on “The Rules Are Different.” 

Louisville— Eugene Thore, general 
counsel Acacia Mutual Life, discussed 
the Acacia’s simplified plan of income 
settlement agreements. 

Columbus—John D. Moynahan, Chi- 
cago, president American Society of C. 
L. U., will be one of the speakers at the 





sales congress March 14. C. C. Wharff 
is congress chairman. 
Chicago— A. J. Ostheimer, III, life 


member Million-Dollar Round Table and 
agent of Northwestern Mutual Life in 
Philadelphia, will speak March 16 at a 
luncheon meeting on ‘Employes’ Trusts 
—Some Pros and Cons.” He will conduct 
a discussion period. Mr. Ostheimer is an 
authority on business insurance and 
estate planning. 

Louis Behr, Equitable Society, is pro- 
gram chairman. 

The Cashiers Division held a “celeb- 
rity night” meeting with E. W. Hughes, 
secretary-treasurer, representing the 
Life Agency Managers; P. B. Hobbs, 
Equitable Society, trustee National Asso- 
ciation of Life Underwriters; W. N. Hil- 
ler, president Chicago association; A. E. 
McKeough, president Illinois associa- 
tion; George Brophy, Group Supervisors; 
D. K. Alford, Life Agency Supervisors; 
R. D. Cameron, Life Insurance & Trust 
Council; Bessie M. Dixon, Women’s Di- 
vision, and Joy M. Luidens, association 
secretary, as guests. 

Miss Mildred Krech of the Hughes 
agency of Massachusetts Mutual has 
succeeded J. W. Skogstrom as president 
of the Cashiers Division. Mr. Skogstrom, 
of the Brennan agency of Fidelity Mu- 
tual, has gone into defense work. O. S. 
Caldwell, Columbian National, a director, 
also has entered defense work. 








San Antonio Cashiers Hear Durkee 


Col. R. H. Durkee of the Equitable 
Society's San Antonio agency spoke to 
the San Antonio Cashiers Association 
on the part that each individual may 
have in national defense. 

Morale, he said, is the attitude of the 
people at home as reflected in the per- 
sonnel of the armed forces. Duties which 
cashiers and other individuals have were 
presented as blocking of rumors, main- 
tenance of a calm and reasonable atti- 
tude when there is a tendency to become 
hysterical, thus aiding in defense rather 
than becoming a hindrance. He stressed 


the thought that each, individual has a 
responsibility and an importance which 
requires a good citizen. 


Hold Joint Meet in Cleveland 


The supervisors and cashiers groups 
of the Cleveland Life Underwriters As- 
sociation will hold a joint dinner meet- 
ing, March 11. Skulda Anderson of the 
cashiers’ group will act as toastmistress, 
while D. Miley Phipps, of the super- 
visors will be toastmaster. The Cleve- 
land Trust Company movie, “Song of 
the City,” will be shown. 


Cummings Speaks in Los Angeles 


The Life Agency Cashiers Associa- 
tion of Los Angeles has changed its 
March meeting date to March 11 to 
have as its speaker Vice-president Har- 
old J. Cummings of Minnesota Mutual 
Life, who will be in Los Angeles at 
that time. 





Discuss Wartime Problems 


The San Antonio Life Managers Club 
discussed current problems. Rapidly 
changing conditions in the sales field 
were mentioned as they relate to recruit- 
ing and helping the older men in the 
business. It was the consensus that 
standards for men to be recruited should 
not be lowered because of the need for 
men to replace those who have been 
called into defense efforts of the various 
types. 

The problem of the agent in the small 
town who has been seriously affected by 
the shift of men of insurable age to de- 
fense project centers also was discussed. 


Morale to Be Wichita Topic 


An active year for the Wichita Man- 
agers & General Agents Association was 
launched at a luncheon meeting, with 
President W. E. Moore, Pacific Mutual, 
taking over. “Morale and Its Importance 
to the Life Insurance Business” will be 
the theme of all meetings prior to the 
summer recess. Hobart Brady of the 
Swope-Brady Agency launched the series 
with his talk on “Importance of Organi- 
zation in Morale Building.” C. C. Day, 
Pacific Mutual general agent in Okla- 
homa City, will be the March speaker, 
taking up eight important points to be 
studied. 


New Hampshire Managers Elect 


The New Hampshire General Agents 
& Managers Association has elected 
these officers: President, Gordon E. 
Wheeler, Fidelity Mutual; vice-president? 
Vaughan D. Griffin, Northwestern Mu- 
tual; secretary-treasurer, Lyford B. Mac- 
Ewen, Mutual Benefit. Jacob W. Shoul 
of Mutual Life of New York, Boston, 
spoke at the annual meeting. 





Hear Handwriting Experts 


The Life Insurance Managers Asso- 
ciation of Los Angeles heard an illus- 
trated address by J. Clark Sellers, hand- 
writing expert. 

Fred C. Hathaway, recently retired as 
manager of Mutual Life of New York, 
was presented an engrossed and framed 
set of resolutions of esteem. 

C. E. Cleeton, Occidental Life, presi- 
dent Life Underwriters Association of 
Los Angeles, reported its membership is 
now 710, within sight of the goal of 750 
and double what it was a year ago. 





Recruiting Is Buffalo Topic 


A discussion on “Recruiting” featured 
the February meeting of the Buffalo Life 
Managers Association. 


Reports on Richmond Bond Sales 


RICHMOND—P. B. Magruder, Met- 
ropolitan Life, defense bond drive 
chairman, reported to the Richmond 
Life Agency Managers that 25 percent 
of the persons employed by Richmond 
agencies have signed up for the payroll 
deduction plan. Commissioner Bowles 
compared present insurance conditions 
with those in World War I days. A 
report of the legislative committee was 
made by Gaius W. Diggs. 
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Field Managers 
Discuss Trends 


Fraternal selling under 1942 condi- 
tions was discussed by O. E. Aleshire, 
president Modern Woodmen, and Mrs. 
Dora Alexander Talley, head of Wood- 
man Circle, in the annual meeting in 
Chicago of the Fraternal Field Mana- 
gers Association. 

Great wisdom is required in insurance 
organizations today to adapt them to 
changed conditions, Mr. Aleshire said. 
Fraternal sales people must not adopt a 
defeatist attitude. The success of the 
societies will depend largely upon the 
morale of the sales force, not the public 


attitude, 
Sees Many Benefits Ahead 

The changed conditions will benefit 
fraternals in many ways, he said. For 


one thing, many people in the business 
will go back to work, whereas they have 
been coasting along on democracy. The 
fraternal institution, along with all oth- 
ers, is on trial to see whether it suffices 
to meet the new conditions. Fraternal- 
ists must get back to fundamentals. It 
will be a severe but much needed dis- 
cipline, 

Mr. 


lodge system, 


Aleshire counseled retaining the 
It may be a means of 
furthering peaceful, educational meet- 
ings of men and women. The approach 
to renewed lodge activities is through 
patriotic work. Home defense adminis- 
tered through the fraternal system still 
is one of the essential services. He urged 
improving the quality of service; not 
counting so much on volume but getting 
on a sound business basis. 

Mrs. Talley noted the difference be- 
tween problems of most societies and 
those of women. Lodges must be kept 
alive; right mental attitude maintained. 


Opportunities Among Women 


“Instead of thinking of so many men 
going into the army, think of a great 


many women earning better incomes. 
The best investments for women are 
government bonds and fraternal life in- 
surance. Women are becoming more in- 
surance minded. Women, especially 
those who are employed, need an in- 
come arrangement for their old age. 

“The next generation is going to have 
a load to bear. Now is the time to sell 
children, to ease the load on them of the 
future.” Lodge companionship could be 
given an appeal for women who have 
husband, father, brother or sweetheart 
in the service. 

“IT am not ambitious to write millions 
of insurance, but for better business, 
better service, and greater lodge activi- 
ties. Our job is to make our represen- 
tatives see these opportunities.” 

Mrs. Grace W. McCurdy, head of 
Royal Neighbors, told the blood plas- 
ma campaign started by her society. 
DeBarry Answers Questions 

C. D. DeBarry, general sales director of 
Catholic Order of Foresters and chair- 
man of National Fraternal Life Insur- 
ance Week, told of the plans and con- 
ducted a question and answer session, 

J. E. Little, actuary and field director 
Maccabees, presided as president. J. C. 
Phillips, assistant to the president of 
Modern Woodmen, assisted as secretary- 
treasurer. Mr, DeBarry is vice-president. 
A proposal was considered to pass the 
annual election over to the fall meeting 
at the time of the Nationa] Fraternal 
Congress convention. This henceforth 
will be done. The executive committee 





THE WOMAN'S BENEFIT ASSOCIATION 


Founded 1892 


A Legal Reserve Fraternal Benefit Society 
Bina West Miller 
Supreme President 


Frances D. Partridge 
Supreme Secretary 


Port Huron, Michigan 








proposed to the N.F.C. it start the fall 
meeting on Tuesday so the field mana- 
gers can meet Monday, instead of Sun- 
day preceding, as heretofore. 

N. J. Williams, president Equitable 
Reserve, extended greetings of the 
N.F.C. N. K. Neprud, superintendent of 
agencies of Lutheran Brotherhood, told 
actual case histories of successful field 
men of his society, which picks a field 
leader who is ideal in agency work and 
uses him as a measuring stick in recruit- 
ing and training. There is too much 
wholesale recruiting and scattering of 
activities, he said, Sometimes the best 
men are overlooked or not given enough 
assistance. 

— Recruiting Needed 


A. Mitchell, field manager of Equit- 
a "Reserve, spoke on recruiting, which 
now demands not more liberal contracts 
but better sales methods. Better recruit- 
ing eventually will produce better sales. 
The trouble must be checked at the 
source by attracting successful salesmen 
and those who have the necessary quali- 
ties. Men could be put on by the trial 
and error plan, but many would die by 
the wayside. It is better to appoint a 
few and help them to succeed, rather 
than to select many and send them out 
on a sink or swim basis, 





Meet March 13 to Plan 
Fraternal Week Program 


The executive committee of the II- 
linois Fraternal Congress has been called 
by President Walter C. Below to meet 
in Morrison Hotel, Chicago, March 13. 
It will confer with the committee of the 
Nationa! Fraternal Congress on plans 
for observance of National Fraternal 
Life Insurance Week. C. D. DeBarry, 
general sales director of Catholic Order 
of Foresters, is chairman of the N.F.C. 
committee. 





Royal Neighbors Reports 
on Results in Year 
Neighbors, Rock Island, IIL, 


last year showed increases in admitted 
assets, legal and contingent reserves, 
and new paid for insurance, Erna M. 
Barthel, recorder, reported on the basis 
of the annual statement. Assets were 
$84,273,554, increase $6,601,740. Insur- 
ance in force is $354,739,493, composed 
Of $308,555,993 adult and $46,183,500 
juvenile. 

Legal reserves totaled $63,981,382, in- 


Royal 


crease $3,166,111; special or contingent 
reserves for fluctuations of interest and 
mortality $16,863,684, gain $3,967,125. 
Total income was $11,968,207. Death 
benefits and payments to members last 
year totaled $3,726,356. 

New paid for insurance amounted to 
$14,699,650, increase $1,812,670, consist- 
ing of $6,364,900 adult insurance and $8,- 
334,750 juvenile. 

Mortality on the gross amount at risk 
Was 57.88 percent of expected, a reduc- 
tion of 1.86 points from 1940. Net in- 
terest earned was 3.68 percent on benefit 
funds, compared to 4.07 in 1940. Claims 
paid since organization March 21, 1895, 
have totaled $116,399,691, of which $110,- 
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292,242 was paid in adult death claims, 
$567,137 juvenile death claims, and $5,- 
540,310 in surrender values. 

Royal Neighbors operates in 42 states 
and the District of Columbia. It has 
5,967 adult camps and 3,411 juvenile. 
The membership is 502,373, made up of 
414,942 adult beneficial, 57,821 juvenile 
beneficial, and 29,610 social members. 


Forbis Heads Okla. Congress 
Walter Forbis, Oklahoma City, was 
elected president of the Oklahoma 
Fraternal Congress at a two-day meeting 
in his city. Mrs. Laura V. Pickett, 
Denison, was named first vice-president; 
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in Force 203,960,097.00 


Many thousands of words could be written about The Maccabees—how 
| progressive it is; how modern its insurance plans; how strong its financial 

structure; how constant its growth. But a quick look at four simple figures 
| tells that story more effectively than could the most glowing of adjectives. 
There is reflected a true measure of The Maccabees’ stability and strength. 
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J. L. Clark, Oklahoma City, second vice- 
president; Mrs. Mary Ann King, Okla- 
homa City, third vice-president; Mary 
Louise Phillips, Oklahoma City, secre- 
tary-treasurer. 


Unity L. & A.’s Big Month 

For 15 years March has been the pres- 
ident’s birthday production month at 
Unity Life & Accident of Syracuse, N. 
Y. On Monday, March 2, the field force 
sent in $750,000 in ordinary life produc- 
tion to start off the month. The big day 
of the month is March 25, birth date of 
President E. R. Deming. Those in the 
field who qualify for the president’s club 
must do it during March. 


Modern Woodmen War Rider 


Modern Woodmen has adopted a war 
clause which is on the status basis while 
in armed forces during war, or any non- 
combatant unit auxiliary to armed 
forces, while outside the United States 
and Canada, and also for any deaths 
while insured is traveling or residing 
outside these home areas. The clause 
similarly applies to any paid-up or ex- 
tended term insurance put in force under 
the nonforfeiture provisions of the policy. 

John R. Frazer, 73, former grand mas- 
ter of the Ancient Order of United 
Workman in Arkansas, died at his home 
in Little Rock. He retired about 1930. 


Interstate L. & A. Promotions 
Several promotions were made at the 
annual meeting of the Interstate Life & 
Accident of Chattanooga. D. F. S. 
Johnson, chief clerk of the underwriting 
department, was appointed assistant 
agency manager. Floyd Delaney, man- 
ager of the real estate and bookkeeping 
departments, was promoted to comp- 
troller. T. L. Montague, Jr., chief clerk 


of the industrial department, was named 
assistant secretary. 


De, J. 


W. Johnson, president, re- 
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ported business in force of $66,502,692, 
a new high for the company and a gain 
of $8,500,000 for 1941. Total premium 
income was $3,195,606, a $396,491 gain. 
Policyholders’ surplus increased $104,- 
748 to $806,916 and assets $521,245 to 
$4,458,836. Ordinary in force exceeded 
$10,000,000. 





Philadelphia Actuaries 
Discuss War Problems 


At the February meeting of the Actu- 
aries Club of Philadelphia, H. Gordon 
Hurd, actuary of Fidelity Mutual, led a 
discussion of the effect of war on cer- 
tain phases of the life insurance business. 
He discussed the application of war 
riders to new insurance, reinstatements, 
and changes in policies. He also pointed 
out the unusual difficulties in securing 
adequate proof of death claims, especially 
when deaths are reported to have oc- 
curred on torpedoed ships, or in distant 
lands, 

John Milne, actuary Presbyterian 
Ministers Fund discussed the increasing 
importance of government bonds in the 
portfolios of life insurance companies. 
He also discussed the possibility that 
municipal bonds will become subject to 
federal taxation soon. 

Adolph TF. Schwartz, assistant actuary 


of Penn Mutual, discussed the status of 
projected Pennsylvania legislation to 
permit home companies to value their 
business on an interest basis lower than 
3 percent. He pointed out some of the 
unusual problems, under the Pennsyl- 
vania law, involved in special areas of 
the business. 

The program was planned by James 
Hendrickson of the actuarial department 
of the Provident Mutual, who acted as 
chairman. 


War Topics Underlined 
at N. A. L. U. Memphis Rally 


(CONTINUED FROM PAGE 5) 
of the sales congress. Welcome will be 
extended by Mayor Chandler and Wil- 
liam F. Hughes will give greetings. 

“Life Insurance is Prepared to Meet 
Today’s Emergencies,” is the subject of 
an address by Commissioner McCor- 
mack of Tennessee; “Sales Slants,” Her- 
bert A. Hedges, general agent Equitable 
Life of Iowa, Kansas City; “The Na- 
tional Association Marches On,” John 
A. Witherspoon. 

The luncheon speaker will be Holgar 
J. Johnson on “Life Insurance in a War 
Atmosphere.’ During the afternoon 
there will be an address, “Sales Philos- 
ophy That Works,” Grant Taggart, 
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California-Western States Life, Cowley, 
Wyo.; “Selling Today’s Market,” I. S. 
Kibrick, agency assistant New York 
Life, Brockton, Mass., and “The War- 
time Duty of the Underwriter,” Paul 
Speicher, R. & R. Service, Indianapolis, 
Indiana. 

All sessions will be held at the Pea- 
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Business Insurance Is Viewed 


by Home Olitice, Field Men 





The handling of life insurance in con- 
nection with estate problems was 
analyzed at the Saturday Forum of the 
Chicago Association of Life Underwrit- 
ers by two authorities—from the home 
office viewpoint by R. J. Lawthers, 
manager of the benefit department of 
New England Mutual Life, and from 
the field, by Paul W. Cook, Chicago 
general agent of Mutual Benefit Life. 

Mr. Cook took up especially prob- 
lems of close corporations, noting weak- 
nesses of this type. He said study and 
interpretation of the financial statement 
will show that a very small shrinkage 
in total assets will make a very great 
shrinkage in the net equity of the 


owner, because all liabilities have to 
be taken care of before the owners 
equity means anything. As _ assets 


shrink, the entire shrinkage comes out 
of the ownership equity account, be- 


cause liabilities do not shrink 
Stock Bonus Trusts 


Stock bonus trusts offer a fine method 
today for stock liquidation, especially 
where a strong majority stockholder 
wants to get some of his money out 
of the business and at the same time 
encourage an employe or munority 
stockholders to continue in the opera- 
tion of the business. 

Frequently it is impossible, due to 
the high income tax rates, for a man 
to carry adequate personal insurance, or 
to have the business carry it on him out 
of net income. The stock bonus trust 
provides a legitimate method of liqui- 
dating part of the stock interest of the 
substantial stockholder with a very 
great tax relief. ; 

“This is going to be a good year for 
those resourceful insurance men who 
will pay the price in new prospecting, 
Mr. Cook said, “and this is especially 
true in business insurance.” 


Two Different Viewpoints 


Majority stockholders, he commented, 
know that in case of their death the 
minority group probably will not have 
the money to buy out the larger in- 
terest, and thus are anxious to have in 
effect some insurance plan, either busi- 
ness or personal. So the approach to 
the majority stockholder may well be 
that of picturing him as dying, while it 
is better to talk to the minority stock- 
holder as a survivor. He may be in 
precarious position, as the majority in- 
terest might be sold or different con- 
trol result, so that the minority stock- 
holder could be put off his job for life 
and even lose a part of his investment. 

“Remember that our effectiveness 
will be in proportion to the shock value 
and to the disturbing power of what 
we have to say. A salesman is no 
aspirin tablet, but a shocker and a dis- 
turber. He is a benzedrine tablet. He 
should create the desire in the prospect 
to get moving—moving in the way that 
the salesman wishes him to go.” 
Business Insurance in Action 

After more than 19 years in life in- 
surance selling, Mr. Cook said, just 
now for the first time has he seen a 
business insurance case that he sold 
functioning as he promised years ago. 
The trust agreement has produced a 
pleasant relationship between heirs and 
surviving partners. Each got what he 
wanted and no complaints were possi- 


ble. The business is going along 
merrily and profitably. The deceased 
partner's widow has an _ adequate 


monthly income and _ no __ business 
worries. 

“The business insurance medicine is 
one medicine where the results, after 
taking, are better than described on the 


label,’ Mr. Cook concluded. 
Lawthers Gives Analysis 

The desirability in establishing the 
purchase price of the stock of a de- 
ceased stockholder, of including the 
proper proportionate part of the cash 
value of all policies carried by the cor- 
poration, including inventory value, as 
of the date of the insured’s death, of the 
policy carried on his own life, was em- 
phasized by Mr. Lawthers. He dis- 
cussed problems arising in business pur- 
chase agreements. 

From a financial viewpoint, he said, 
every stockholder is paying a portion 
of the premiums on all insurance, includ- 
ing the policy on his own life, in propor- 
tion to his stock holdings. If he should 
die his estate would receive, except as 
the agrement may make special provi- 
sion otherwise, no financial return for 
the loss of dividends on his stock, but 
if he survives the value of his stock will 
be substantially increased. 

Stresses Need for Consistency 

In preparing a stock purchase agree- 
ment funded by life insurance, Mr. 
Lawthers said, try to have as many suc- 
cessive lines of defense as possible to 
the validity of the plan and agreement, 
all of them consistent with the inter- 
pretation to be given the plan and 
all consistent with the results to be ob- 
tained. So far as possible have every 
element point in the same direction. If 
this is done it will not be necessary 


later to depend upon decisions rendered 
in difficult cases to sustain the agreement 
or some feature of it. 

Mr. Lawthers said an attempt to make 
the optional settlements in the policy 
function in connection with stock pur- 
chase agreements would give much 
trouble. It is difficult to work them out 
to meet various requirements of the 
home office and to avoid situations 
which may lead to injustice to one or 
more parties to the agreement. 


Recommends Corporate Trustee 


He counseled setting up a corporate 
trustee to receive the funds, and provid- 
ing in purchase agreement and policy 
that this trustee should be the principal 
beneficiary. The agreement should cover 
the desire for personal beneficiaries by 
providing for the possibility of naming 
a contingent beneficiary, and should set 
forth any limitations. 

The person to receive the benefits 
from the insurance by receiving the de- 
cedent’s interest in the business should 
pay the premiums on the insurance and 
either actually or constructively 
(through a trustee) receive the proceeds. 
If each pays the premium on the insur- 
ance on his own life, he is, in effect, 
giving his interest to the survivors. This 
is wrong, Mr. Lawthers said, first be- 
cause he pays the premiums on the 
wrong amount of insurance, and second 
because the chance of each person bene- 
fiting from a policy corresponds in- 
versely to his age, rather than directly. 

Probate Judge J. F. O’Connell of Cook 
county, IIl., will discuss “The Distribu- 
tion of General Property in the Estate,” 
in a dramatization participated in by At- 
torneys David J. A. Hayes and Nat. M. 
Kahn, in the forum March 7. P. B. 
Hobbs, agency manager of Equitable 
Society, Chicago, will talk on “Distribu- 
tion of Life Insurance Property in the 
Estate,” and R. D. Cameron, Continental 
Illinois National Bank, on “Problems In- 
volved in Estate Transfer.” R. J. Curry, 
Aetna Life, will preside. 





Program, Salary Savings 
Sales Methods Explained 





NEW YORK—‘Selling a program 
calls for the greatest possible salesman- 
ship on the part of the agent, but a 
kind which no one would recognize as 
such,” A. V. Youngman, general agent 
Mutual Benefit, said in an address on 
“Selling the Program” before the ad- 
vanced salesmanship course given by 
the New York City Life Underwriters 
Association. F, R. Amthor, supervisor 
of agents’ training for Equitable So- 
ciety, spoke on salary savings and co- 
ordinating life insurance with social se- 
curity, and Fred MHuhlein, assistant 
manager regional office of the Social 
Security Board, answered. questions. 

The prospect who tells the agent he 
is the finest salesman he ever talked 
to never buys, Mr. Youngman. said. 
Program selling in itself is no good. 


Four Parts to Presentation 


Any successful presentation of a pro- 
gram divides itself into four parts: Fix 
the problem for the prospect and get 
his thoughts on his family, create dis- 
satisfaction with his present picture, 
create desire, and get action. The agent 
should present the prospect a negative 
picture of his program as now arranged, 
and he can do this by having on the 
prospect’s desk the program he has and 
the one he wants so as to build up in- 
directly confidence in the agent, dissat- 
isfaction with his present program, and 
a desire to want a change in his agent. 














YOUNGMAN 


A. V. 


There are five fundamentals in get- 
ting effective action, which means, get- 
ting the money. The agent should sell 
himself on the program before he pre- 
sents it; have organized on a 3x5 card 
at least five closing points to motivate 


the prospect to follow his suggestions; 
use the technique of assumed consent; 
have a standard closing technique in 
asking for the business, such as begin- 
ning to fill out the application, which 
should become habitual, and “get over 
in the prospect’s backyard.” 

The prospect is able to buy life in- 
surance either through conversion, di- 
version, or refinancing. In the conver- 
sion method, the prospect disposes of 
stocks or bonds or other investments. 
Budgeting is the diversion method. The 
application of a Wall Street solution to 
a home problem is the refinancing 
method. That problem is too many 
bills. The prospect may make a new 
“bond issue’ to consolidate his debts 
by borrowing inexpensively from a 
bank or make a new mortgage on the 
FHA plan if he has one of the older 
type mortgages. 

Success in closing comes from the 
ability of the agent to put himself in 
the prospect’s own backyard and from 
his philosophy of life and life insur- 
ance. Mr. Youngman points out to the 
prospect that he personally owns suf- 
ficient life insurance to take care of all 
the needs of his family and that any- 
thing extra that he had he used to en- 
joy life. ’ 

Selling Salary Savings 


Salary savings, Mr. Amthor said, is 
an opportunity for saving at the source 
of income. It is advantageous to the 
employer because it increases _ thrift 
among his employes and tends to make 
them thrifty with their time. Salary 
savings relieves the employer of the hat 
passing problem when an employe dies 
leaving his family in straitened finan- 
cial circumstances. Often the employ- 
er is concerned with retirement plans 
and salary savings helps him solve this 
problem. He may desire to contribute 
a certain percentage to his employe’s 
committments. The life insurance funds 
are available to the employe when 
emergencies arise, and it is not neces- 
sary for him to ask his employer for a 
loan. 

Mr. Amthor said that 35 percent of 
workers leave no estate of any kind at 
death, 25 percent to 30 percent leave 
less than $500, and the average work- 
ers’ estate runs only between $700 and 
$800. 

The employe obtains unusual advan- 
tages through salary savings and 
social security. He is enabled to accu- 
mulate a reserve and build a retire- 
ment fund conveniently. 

Salary savings facilitates the agent’s 
work in making contacts among the 
laboring class that now is making a lot 
of money. Two or three salary savings 
cases a year enable an agent to acquire 
a substantial monthly commission in- 
come which has a low lapse ratio and.a 
substantial life insurance market under 
one roof. 

Through the information made avaii- 
able in writing salary savings, the agent 
has an opportunity to do a program- 
ming job for everyone in the firm and 
can write key men, business or group 
insurance. 

With social security, Mr. Amthor 
said, it is possible for a man making 
$200 a month to do the same kind of 
job that a man can do on a $400 a 
month income. It is important for the 
agent to point this out. 

If a husband and wife are both em- 
ployed, no benefits are payable to the 


father on the basis of the mother’s 
earnings, Mr. Huhlein said. If a hus- 
band and wife are divorced, and the 


children are in care of the mother, no 
benefits are payable unless the mother 
and children have been dependent on 
the income received from the father. 
No worker is credited with more than 
$3,000 in any one year even though he 





4 
had been getting $3,000 or more from 
more than one employer. Such extra 


credits were given up to Jan. 1, 1940. 
In such cases, the employe may get a 
refund of the extra tax he has paid, 
but the employer cannot do so. 

If a widow remarries, she loses her 


widow’s benefits but the ‘children do not 
lose their benefits. If there is no de- 
pendent widow or children, surviving 


parents over 65 are entitled to receive 
benefits provided that 75 percent of the 
parent’s income has been contributed by 
the worker, he said. 


AGENCY NEWS 





Mayfield Agency 
Studies Market 


the New Market” 
was the theme of a round table dis- 
cussion held at an agency meeting in 
Indianapolis conducted by J. R. Mayfield. 
Indiana state agent of Midland Mutual 


“Capitalizing on 

















Life. It was the consensus that the in- 
J. R. MAYFIELD 
come flow is changing and a new 


market is developing. The 40-odd million 
workers are sharing more and more in 
the anticipated 100 billions of national 
income this year. In 1914 when the last 
war began, the average hourly wage for 
all income was 24.7 cents; in 1941 it was 
three times greater. The National In- 
dustrial Conference Board survey shows 
it stood at 78.4 cents. 


Priority claims on automobiles, home 
appliances, etc., have taken away the 
opportunity for increased income to be 


spent for these items. The worker class 
will receive a larger share of the national 
income than ever before. These people 
who in the past have purchased small 


amounts of life insurance will be in- 
creasing their holdings for family pro- 


tection. This is where the new market 
for ordinary life insurance lies. 
Agency Well Established 

Mr, Mayfield April 1 will celebrate his 
seventh anniversary with Midland Mu- 
tual as Indiana state agent. He was 
born and reared in southern Indiana. 
He reported 27 agents over the state 
have produced over $1,000,000 each year. 
The agency has over $5,000,000 in force 
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and about 


3,000 RPDren in addi- 
tion to annuities amounting to over 
$500,000. The agency ranked second in 
volume among all the company’s agen- 
cies. G, A. Bowen, Wanamaker, Ind., 
was honored as No. 4 personal producer 
in the company. 

The home office was represented by 
J. A. Hawkins, vice-president and man- 
ager of agencies; R. S. Moore, assistant 


manager of agencies, and H. W. Kraft, 
advertising and sales promotion execu- 
tive. 


Dominion Life Detroit 
Branch Wins High Honors 


DETROIT—The Detroit branch of 
Dominion Life under F. W. Simpson, 
branch manager, received special recog- 
nition at the company’s annual meeting. 
Its new business in 1941 increased 40 








F. W. SIMPSON 

percent as against a 35 percent increase 
for the state of Michigan. The Detroit 
organization has led the company in new 
premium volume for three years. 

Moe Leiter, leading producer of the 
company, led the branch in production 
with T. S. Malone, A. N. Rosati and E. 
Krause placing next in order. Messrs. 
Malone, Leiter and Krause have quali- 
fied for the company’s top production 
club and Mr. Leiter is Michigan vice- 
president. A new unit has been estab- 
lished under R. M. Fargo, two years 
with the company. So far in 1942 the 
Detroit branch’s production exceeds that 
of any similar period. 


Einstein & Salinger a e 
Agency Wins High Award 


The Einstein & Salinger agency of 
Mutual Benefit Life in New York City 
has been awarded the President's trophy, 
the company’s highest agency honor, for 
the best all-round agency performance 
during 1941. The presentation was 
made by President John R. Hardin at a 
luncheon given the agency at the home 
office in Newark. General Agents Les- 
ter Einstein and Benjamin D. Salinger 
accepted the honor on behalf of their 
agency. Other agency department 
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awards for all-round astiaisemaiids will 
go to J. S. Drewry & Co., Cincinnati, 
for agencies producing $5,000,000 or 
more; H. Lawrence Choate, Washing- 
ton, D. C., for agencies with $1,000,000 
to $2,500,000, and Don H. Stimpson, 
Portland, Me., for agencies with 
$500,000 to $1,000,000. These awards 
will be presented in the general agen- 


cies’ home cities by members of the 
agency department. The Einstein & 
Salinger agency won the Group B 


plaque for agencies with $2,500,000 to 
$5,000,000 production. 

The Einstein & Salinger agency was 
established in January, 1940 as one of 
four sales agencies created from the 
single agency which had_ represented 
Mutual Benefit in New York City 
since 1845. Both Mr. Einstein and Mr. 
Salinger were unit managers on the 
New York staff prior to their appoint- 
ment as general agents. 


The Drewry agency won the Presi- 
dent's trophy in 1989 and two of the 
three agency plaques awarded in its 


group. 





Wins Phoenix Mutual Award 

The Philadelphia agency of Phoenix 
Mutual Life, managed by Gordon K. 
Harper, has been awarded the company’s 
directors’ cup for its performance in 
1941. The agency had a large gain in 
paid premiums over 1940, and younger 
agents exceeded their premium quota by 
93 percent. Premium leader was J. R. 
Montgomery, who also was first in the 
company and qualified for the company’s 
Million Dollar Club. 

Second place in the directors’ cup 
competition went to the Seattle agency, 
managed by Clifford L. Morse. 


Indiana Agency Celebrates 

The Shoptaugh, Spence & Barrett 
Agency of Indianapolis, comprised of A. 
G. Shoptaugh, E. M. Spence and Wen- 
dell Barrett, general agents for Indiana 
of Provident Mutual Life, celebrated its 
third anniversary at an agency luncheon. 
In three years this agency has advanced 
in standing among the company’s 64 
agencies, 30 places in paid production. 
It ranked 12th in volume from new 
agents and 16th in volume in gain of 
insurance in force. 


Stotz Agency Hears Thompson 


At the annual agency meeting and 
banquet of the R. R. Stotz agency of 
Mutual Benefit Life in Grand Rapids, 
Mich., John S. Thompson, vice-president 
and mathematician, was a speaker as was 
Reginald Koehler of Pittsburgh, one of 
the company’s leading producers. About 
100 attended. Honor awards were pre- 
sented. 

Fred S. Fern, Newark general agent of 
National Life of Vermont talked on 
“Pension Trusts” before A. F. Gillis 
agency of Provident Mutual Life in New 
York. 

February production by Business 
Men’s Assurance agents for B. M. A. 
salesmen in Missouri was in honor of 
the 16th anniversary of R. J. Costigan, 
Missouri branch manager, with the com- 
eg Production established an all-time 
uigh, 
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F. W. Send Ill. + eee 
Enters Private Practice 


Frank W. Young, who has been prom- 
inently connected with the Illinois insur- 
ance department since 1933, is leaving to 
become associated with the Illinois law 
firm of Gillespic, Burke & Gillespie. 
That law firm has done a good deal of 
insurance work. Mr. Young is a gradu- 
ate of the DePaul University Law 
School. In the Illinois department he 
served as special deputv. Mr. Young 
took a prominent part in the drafting of 
the new Illinois insurance code. He 
looked after legislative matters and was 
consulted in connection with depart- 
mental rulings. He developed an ex- 


tensive acquainance within the insurance 
business and he has attended numerous 
of the 


conventions insurance commis- 
sioners. 
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this 65 year old mid-western 
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Gale F. Johnston, third vice-president Metropolitan Life, was honored by more than 1,000 friends and civic leaders at a 
luncheon in St. Louis. At speakers’ table (left to right): W. D. Becker, St. Louis mayor; Mr. Johnston; Branch Rickey, vice- President W. T. Grant of Business Men’s 
president St. Louis Cardinals; Lester Becker, president St. Louis Association of Life Underwriters; Frank See, general agent New Assurance is shown addressing a gathering 
England Mutual, St. Louis; Field Supervisor Sparks, U. S. Treasury Department defense bond and stamp sales (succeeding Mr. of 150 agents who recently attended a one- 
Johnston) ; Thomas Dysart, president St. Louis Chamber of Commerce; Dan Nee, internal revenue collector and head of the day sales meeting in Kansas City to talk 





Missouri defense savings bonds and stamps commiitee, Kansas City; Rufus Jackson, St. Louis postmaster. 
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Grouped around W. J. Cameron, vice-president and actuary Home Life of New 
York, are the following officers who helped mark the occasion of his 25th service 
anniversary: Left to right: G. N. Emory, financial vice-president; Ethelbert Ide Low. 
board chairman; Cecil C. Fulton, vice-president; James A. Fulton, president; Wil- 
liam P. Worthington, vice-president and superintendent of agencies; and A. G. 
Joseph, secretary-treasurer Home Life’s Agency Association. 





The Hartford Life Underwriters Association’s defense bond drive committee has 
installed salary deduction plans in 59 Hartford concerns with over 9,000 employes. 
Left to right are: Edward C. Brandt, Connecticut General; Philip R. Piper, Connec- 
ticut Mutual; Paul A. H. DeMacarty, Aetna Life; Francis T. Fenn, Jr., Connecticut 
Mutual, associate chairman; Philip I. Holway, Connecticut General, chairman; Ames 
Dewing, Travelers; Joseph T. McCance, Aetna Life, associate chairman; Herbert 
Behan, Massachusetts Mutual; Carl W. Carlson. National Life; Charles Oaks, Phoenix 
Mutual; Oliver H. Cone, Jr.. Connecticut General; and Elliott M. Litell, Metropolitan. 


over plans for 1942. 
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The Chicago Association of Life Underwriters is making an outstanding record in 
its national defense bond drive. With results still coming in, 1,059 Chicago concerns 
have already installed salary deduction plans covering 1,270,019 employes. 

Standing are: George Huth, Provident Mutual Life general agent; Miss Joy M. 
Luidens, Chicago association executive secretary; E. R. Seese, Metropolitan Life group 
sales manager; and Walter N. Hiller, Penn Mutual, president Chicago association. 
Mr. Huth and Mr. Seese are co-chairmen of the drive. 





This group of general agents who visited Franklin Life’s home office in Springfield, 
Ill., on: Lineoln’s birthday included a number of leaders of United Life sales force 
who contracted with Franklin when that company purchased United early this year. 
Left to right: (seated)—Al Noyce, Dale Varner, G. Richardson, Lester Butler and 
Ote Geoffroy; (standing)—Kenneth Dale, Harold Bates, V. E. Bates and Elliott 
Belden. 

Mr. Belden, regional manager with headquarters at Salina, brought the new 
Franklinites to Springfield to introduce them to Franklin executives, policies and 
practices, and to schedule Kansas activities for the coming year. 











Group INSURANCE REPLACES THE HAT 


The old derby hat is gathering cobwebs on the shelf in thousands 
of American and Canadian business organizations. No longer does tt 
serve as a collection plate when one of the employees dies. No longer 
does each employee feel compelled to give more than he can spare 
because back in his mind he knows that his family would need every 
dollar that could be collected, if the hat were being passed for him. 

Travelers Group or Wholesale Life insurance has made it 
possible for the family of a deceased employee to receive a check for 
$1,000 or more instead of the pitifully small sum that used to be 


collected in the hat. 


THE TRAVELERS INSURANCE COMPANY 
HARTFORD, CONNECTICUT 











